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THE JOURNAL OF THE 
TELEPHONE INDUSTRY 


SUPER HIGHWAY SENTINEL 


Public telephones spotted along the 


thousands of miles of the nation’s 
super-highways are proving to be 


popular with traveling Americans. 





MANAGEMENT ©¢ PLANT © TRAFFIC * COMMERCIAL © LEGAL * ACCOUNTING 


@ REMARKABLE...One user of transistorized "561" 


Subscriber Carrier by Stromberg-Carlson reports: ''Five 


channel system handling 3500 calls per month, with only 


three minor problems since installation over a year 


ago!'' This equipment has complete protection built in 


-- has operated under all extremes of weather without 





readjustment of line levels. Automatic gain regulation 


adjusts over a range of 15 db. You get high quality 


transmission with line losses as high as 35 db. For 
full technical data call or write your Stromberg- 
Carlson representative. 


STROM BE RG-CAR LSON A DIVISION OF GENERAL DYNAMICS CORPORATION 


ATLANTA: TRinity 5-7467+¢CHICAGO: STate 2-4235*¢KANSAS CITY: HArrison 1-6618 
ROCHESTER: HUbbard 2-2200+¢SAN FRANCISCO: OXford 7-3630 “ede: 
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AND PLUGS PLUGS 


HOUSING PROJECTS. In and around Sydney, Australia, mag- 
pies have been blamed for a record number of “mysterious” tele- 
phone calls. 

It seems that the birds were partial to building their nests on 
telephone poles using metal strips and working them into the tele- 
phone lines. This procedure sometimes produced electrical impulses 
which set off switches in automatic exchanges and dialed numbers. 

As quickly as linemen pulled down the nests, the magpies rebuilt 
them with discarded bits of telephone wire, and the mysterious calls 
started again. The only solution seemed to be to build special 
custom-made nests for magpies, suspended by a small metal bracelet 
from the top cross-arms of telephone poles, well above the sensitive 
wire. 

More than 100 such nests have now been erected and the magpies 
no longer do any telephone calling. 


INFORMATION, PLEASE! The Cairo, Egypt, Telephone Direc- 
tory is a little hard to handle by American standards, according to 
Charles P. Arnot of the North American Newspaper Alliance. It 
seems that some subscribers are listed by first names and others 
by last names. There are 3,698 Mohameds, 23 pages of Abdels, 16 
pages of Ahmeds and 66 Gamals (but no Gamal Abdel Nasser). 


“EFFISHIENCY.” Illinois Bell Telephone Co. presently has an 
Atlantic cable exhibit on view in the Museum of Science and In- 
dustry in Chicago. To give realism to this display (a three-dimen- 
sional presentation showing how the cable lies on the ocean floor) 
it was built into a glass case with water and live fish. The fish 
proved to be a problem. 

Among the types swimming about in the water was a variety known 
as angel fish. These, it developed, were ill-named. Far from being 
angelic, they turned cannibalistic when fully grown and gobbled up 
their smaller companions. 

To keep six of them in the exhibit’s fish family (and to insure 
that they were young and harmless) they had to be replaced thrice 
yearly at a cost of $9.00 each time. This began to be expensive. 

Then a young Illinois Bell executive came up with an idea. He 
had just taken over a new car—the trade-in way. If it could be 
done with an auto, why not fish? A word to the fish supplier and 
the deal was made. Now every four months the maturing angel fish 
will be traded in for baby ones—with no cash involved. 


BATTLE SCARRED. Boss to prospective employe: “Have you 
ever done any public speaking?” 


Applicant: “Yes, I once proposed to a girl over a rural party line.” 


CHANGE OF ADDRESS 


Please notify your local postmaster and the Circulation 
Dept. of TELEPHONY of change of address. Change cannot 
be made without the old as well as the new address. Allow 
three weeks for change of address to become effective. 


‘7 bhony 


THE JOURNAL OF THE TELEPHONE INDUSTRY 
Since 4904 


October 11, 1958 


EDITORIAL—WHERE DO WE GO FROM HERE? 


IN THE NATION'S CAPITAL 
By Francis X. Welch 


CUSTOMER EDUCATION FOR 
DIRECT DISTANCE DIALING 
By D. L. Oestriecher 


THE PLANT MAN'S NOTEBOOK 
By Ray Blain 


PLANT MAN'S QUIZ 
By Ray Blain 


MICHIGAN HOLDS 23RD CONVENTION 
By Charles D. McLellan 
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By Mayme Workman 
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NO POWER LOSS 
Voltage reduction by CEMF cells or 
resistors wastes half the power used. 
Bat-Tap prevents this loss. 


PROTECTS BATTERY 
Voltage reduction by tapping the bat- 
tery causes uneven charging and dis- 
charging of cells, unless an extra 24-volt 
charger is used on the cells involved. 
Bat-Tap protects your battery, needs 
no extra equipment. 


NO MOVING PARTS 
The Lorain Bat-Tap uses a new tran- 
sistorized inductor arrangement com- 
bined with silicon diodes. 48-volt DC 
is first converted to AC, then to 24-volt 
DC in a simple, foolproof circuit. 


SAFE ON OVERLOADS 
Bat-Tap easily withstands intermittent 
overloads up to 30%. 


FULL EFFICIENCY 
Efficiencies are as high as 80 to 89% 
from 25% of rating to 30% overload. 
Efficiency at full load is 87.5%. 


RATINGS 
Model QBI5A 
, Input: 44-52 volts, 0.5 ampere no load, 
. OUTPUT 8 amperes 400 watts full load. 
Output: 21-27 volts at full load of 15 


amperes, 350 watts. 


: ; i 24 volts DC Regulation: 1.5 volt drop from 1 ampere 


to 15-ampere load. 


15 amps., 350 watts Filtered input and output (output filtered 


to 2 millivolts). 


THE VeW LORAIN 


BAAD 





EASY INSTALLATION 
Bat-Tap requires only simple external 
connection of input and output leads. 
Fits 19” relay rack. Height 6°4”. Depth 
934”. Weight 32 Ibs. 


ZERO MAINTENANCE 
The Lorain Bat-Tap never needs atten- 
tion. There is nothing to wear out or 
need adjustment. Install it and you can 
forget about your 24-volt power supply. 


NS AND INDUSTRY 
Feetoy ) 
Suecelf Ze Coytorllon 


Phone: ATiantic 8-9191 
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__ IS READY FOR 
INDEPENDENT TELEPHONY’S 


YEARS AHEAD 


... with “years ahead” adeas 


mn equipment! 


1953 


1952 


951 
1950 


“Ie American economy is growing —and the de- 
mand for telephone service is growing with it. In 
the past decade, Independent Telephony’s total 
operating revenues have steadily increased from 
$253,000,000 to over $722,000,000 annually. 

At the present rate of growth, think what the 
service demands will be in the busy years ahead! 

International Telephone and Telegraph Corpora- 
tion, through Kellogg Switchboard and Supply 
Company, its domestic manufacturing division, and 
other divisions and associates of the world-wide 
ITT system, is continually applying its vast research 
facilities to the ever-widening needs of telephony 
...for easier expansion, greater efficiency, lower- 
cost maintenance, and more profitable operation. 

ITT is ready now for Independent Telephony’s 
years ahead . . . with new ideas in systems, equip- 


1956 
1955 


1954 


Total Operating Revenues for the Independent Telephone Industry—taken from USITA 1958 Annual Statistical Volume. 


ments, and components . . . featuring transistoriza- 
tion . . . printed circuitry . . . miniaturized sub- 
assemblies . . . improved plug-in construction and 
standby power sources. . . all designed to provide 
better service, save valuable space, and reduce costs. 

Creative telephone research is a never-ceasing 
program at ITT laboratories, both here and abroad 

. endlessly engaging the skills and experience of 
thousands of ITT engineering, development, manu- 
facturing, installation, and operating specialists. 

These unique resources—with ITT’s world-wide 
background in telephone system operation—present 
to the Independent Telephone Industry one of its 
finest opportunities to perpetuate and enhance its 
long-established record for dependable, high-quality 
service . . . to keep its vital communications facili- 
ties well ahead of the needs of its subscribers. 


TELEPHONY 





SINCE 1897 — Kellogg Switchboard and Supply 
Company and the Independent Telephone Industry 
have grown up together . . . mutually contributing 
their best efforts to maintaining the industry’s lead- 
ership in public communications . . . to the opening 
of new horizons in service standards. 
As it has for more than sixty years, Kellogg will 
continue to meet the requirements of the industry 
. .. backed by the facilities and capabilities of ITT 
laboratories . . . in research and in the engineering : 
and production of systems, equipments, compo- ...the largest American-owned world-wide 


° ; electronic and telecommunication enterprise, 
nents, and hardware of the highest quality and 4 


: agit with 80 research and manufacturing units, 14 
operational reliability. operating companies and 128,000 employees. 


INTERNATIONAL TELEPHONE AND TELEGRAPH CORPORATION 67 Broad Street, New York 4, N.Y. 


FARNSWORTH ELECTRONICS COMPANY * FEDERAL ELECTRIC CORPORATION * FEDERAL TELEPHONE AND RADIO COMPANY 

ITT INDUSTRIAL PRODUCTS DIVISION . ITT LABORATORIES ° INTELEX SYSTEMS, INC. ° INTERNATIONAL STANDARD ELECTRIC CORPORATION 

KELLOGG SWITCHBOARD AND SUPPLY COMPANY * ROYAL ELECTRIC CORPORATION + AMERICAN CABLE & RADIO CORPORATION + LABORATORIES 
AND MANUFACTURING PLANTS IN 20 FREE-WORLD COUNTRIES 


* ITT COMPONENTS DIVISION 
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PHELPS DODGE TELEPHONE WIRE 
THE “MINE-TO-MARKET” QUALITY 


Exchange Area Telephone Cable 


This Phelps Dodge cable, designed for aerial, duct and 
direct burial use, has a lightweight, thermoplastic 
construction—including fully color coded conductors—that 
makes handling easier and cuts installation time. 


Exceptionally fine electrical properties and superior 
resistance to moisture, weathering and abrasion are assured 
through the use of highest grade materials, skilled 
workmanship and manufacturing experience. 


The controlled craftsmanship and high quality of Exchange 
Area Telephone Cable are typical of the entire line 
of Phelps Dodge telephone wires and cables including: 


Self-Supporting Telephone Cable 
Rural and Urban Distribution Telephone Wire 

s Interior Telephone Cable 
Rubber-Insulated Lead-Sheathed Telephone Cable 
Paper-Insulated Lead-Sheathed Telephone Cable 
PD-Tel Wire 


TELEPHONY 





AND CABLE 
LINE! 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


SALES OFFICES: Atlanta, Birmingham, Ala, Cambridge, Mass, Charlotte, Chicago, Cincinnati, Cleveland, Dallas, Dayton, Detroit, Fort Wayne, Greensboro, N.C. 


Houston, Indianapolis, Jacksonville, Kansas City, Mo, Los Angeles, Memphis, Milwaukee, Minneapolis, New Orleans, New York, Philadelphia, Pittsburgh, Portland, Ore., 


Richmond, Rochester, N. Y., San Francisco, St. Louis, Seattle, Washington, D. C. 
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ALCOA BOOTHS 
NET *90,000 YEARLY 


FOR NORTH FLORIDA TELEPHONE CO. 





Report from C.M. Fawcett, General Plant 
Mor. of North Florida Telephone Company 


“I guess you’d say we’re fairly young in the telephone 
business,” says Mr. Fawcett, General Plant Manager. 
“We bought the existing facilities, and our organiza- 
tion began operating just about three years ago. We’ve 
had an increase of 102 per cent in subscribers and put 
in a lot of new equipment. For example, in the last two 
years we’ve installed 80 outdoor phone booths, prac- 
tically all Alcoa. They certainly have gained new busi- 
ness for us. Last year these Alcoa Outdoor Booths 
brought in pretty close to $50,000. 

“We prefer single-booth installations and have 
placed one in every rural crossroad community in our 
service area. They’ve proved to be profitable and we 
know they’ve really made a big hit with local residents. 
In addition, folks going to and from Florida use them 
a lot. Much of our outdoor revenue comes from 
tourists.” 

The North Florida Telephone Company reports 
that although many of its outdoor installations are in 
what might be considered isolated locations, there has 
been no vandalism experienced in the two years. The 
company goes on to say, “Not only are Alcoa Outdoor 
Booths virtually vandalproof, they’re durable as well. 
They can’t chip or fade, as have several other types 
we've tried.” 


SEND FOR FREE, FACT-FILLED BROCHURE ON ALCOA BOOTHS 


Write today for your free copy of the Alcoa Outdoor 
Booth brochure—it contains facts and information 
that you should have. Ask your jobber about the in- 
creased revenue possibilities with Alcoa Booths. 

Aluminum Company of America, 1690-K Alcoa 
Building, Pittsburgh 19, Pa. 


Mr. Fawcett, General Plant Manager, makes an inspection 
stop at the Alcoa Outdoor Booth at beautiful Stephen Foster 
Memorial Park. The park is just 15 miles away from Live 
Oak, home of the North Florida Telephone Company. This 
scenic area attracts many visitors who tour its 243 wooded 
acres on both sides of the famous Suwannee River. The 
Memorial Park is the site of a museum containing Fosteriana 
and the new 97-bell Foster Memorial Carillon Tower. The 
North Florida Telephone Company, located in the seat of 
Suwannee County, on U. S. Highway 90 and 129 (Old 
Spanish Trail and Dixieland Route), serves many small com- 
munities scattered over a nine-county area. 


Your Guide to 

the Best in 

Aluminum Value 
ALUMINUM 


ALUMINUM COMPANY OF AMERICA 5) j 


ALCOA THEATRE 
Fine Entertainment 
Alternate Monday Evenings 


“We made all 80 installations our- 
selves,” says C. M. Fawcett. “I’ve 
watched our men put some of them 
up; these Alcoa Booths are not only 
built solidly, but they’re built simply, 
too. The assembly instructions are 
easy to follow and it takes only a 
short time to completely assemble 
and install one booth.” 


“Maintenance at 80 locations could 
get to be pretty expensive,” says Mr. 
Fawcett. “But not with these Alcoa 
Booths. Our men just wipe thent off 
with a little soap and water, sweep 
them out, and they’re all set to go 
without attention for a couple of 
weeks. Our oldest Alcoa Aluminum 
Booths look as good as the day we 
bought them.” 


C. M. Fawcett says, “We’ve grown 
quite a bit in the last three years and 
we like to tell the folks what we're 
doing to serve them more efficiently. 
This Alcoa Goodwill Kit couldn't 
serve us better if we’d worked it up 
ourselves. It contains ads, publicity 
releases, TV and radio commercials 
and bill enclosures. We get a kit when 
we buy Alcoa Outdoor Booths.” 





The thrifty answer to top performance... 


Low-Cost Copperweld 


TELEPHONE LINE WIRE 


O-Eighty-Thirty is specifically designed to give 
you thrifty savings and top performance for your 
subscriber loops and secondary toll lines. Its initial 
cost is practically the same as ordinary wire. When 
you string this light-weight, easy-to-handle line wire, 
you gain substantial economies—lower installation 
and maintenance costs as well as reduced expendi- 
tures for poles and hardware. 


Excellent voice transmission is assured with 
O-Eighty-Thirty. In fact, its talking qualities are far 
better than any other high-strength wire of compar- 
able size. In addition, it’s non-rusting—has perma- 
nent high strength that permits safer long spans. As 
a bonus value, O-Eighty-Thirty is ideally suited for 
conversion to carrier circuits. 


For prices, sag data and staking tables, write us today. 


COPPERWELD STEEL COMPANY 
WIRE AND CABLE DIVISION Glassport, Pa. 


For Export: COPPERWELD STEEL INTERNATIONAL COMPANY, New York 


SOLD BY 
LEADING DISTRIBUTORS 


TELEPHONY 





sizes for cables up to 


2.2” in diameter 


Reliable now offers Ready-Access Cable Terminals in two sizes 
for use with plastic jacketed, plastic insulated cables. 


Catalog Series 100 — for cable up to 1.2” O.D. 
Catalog Series 200 — for cable from 1.0” to 2.2” O.D. 


Catalog Series 100 and 200 units are easily installed and easily 
maintained terminal and splicing facilities. Up to four 6-pair 
Reliable Catalog No. 105 Terminal Blocks can be added to both 
Series Terminals, or the space can be used for loading coils. 
The flexible neoprene cover is conveniently folded back, as in 
upper illustration, while internal wiring is altered to meet 
changing requirements. 


You will get interesting details by writing 
for Product Data Sheet No. 17, 
featuring Ready-Access Cable Terminals. 


CTRIC COMPANY *® FRANKLIN PARK, ILLINOIS 
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Kellogg Replaces 
Swept Central Office 
In 15 


CHICAGO, /LLINO/S 


Days! 


When fire destroyed all equipment in Buffalo Center’s 
dial switchboard building, replacement estimates ran 
from eight to twelve weeks. Instead, Kellogg engineered, 
built and shipped a new 270-line dial central office switch- 
board to this Central lowa Telephone Company office in 
15 working days! 

Inconvenience to Buffalo Center subscribers was held 
to a minimum. A manual switchboard was quickly in- 
stalled in a portable farm building to put through all calls. 
Workmen and relief operators from neighboring states 
and communities were summoned to make the change- 
over as quickly and easily as possible. 

Kellogg is ready at all times to put such extensive 
engineering, manufacturing and counseling services as 
these at your disposal. More than 60 years of serving 
independent telephony and the world-wide facilities and 
resources of International Telephone and Telegraph Cor- 
poration, make Kellogg’s performance and experience 
second-to-none. 

Your local Kellogg representative will be glad to help 
you with any of your telephone needs. 

Kellogg Switchboard and Supply Company, 6650 
S. Cicero Ave., Chicago 38, Il]. Communications Division 


of International Telephone & Telegraph Corporation. 


S 


Communications Division of 





Patented method of interspersing abra- 
sive particles throughout the inner surfaces 
of Reliable Squeez Sleeves ensures holding 
ability and high electrical efficiency. Made 
of alloy steel with combinations of stand- 
ard die grooves, they operate efficiently 
and provide long life without adjustment. 
RELIABLE ELECTRIC COMPANY. 


The Cook Interceptor is a fuseless, car- 
bon-to-carbon arrester which grounds pow- 
er cross surges and lightning. Minigap or 
Mytigap arresters are mounted in a mois- 
ture-resistant and dirtproof receptacle. A 
product of COOK ELECTRIC COMPANY. 


Regional Offices and Warehouses: 


CALIFORNIA 

23 Broderick Road, Burlingame, Calif. 
OXford 7-5780. TWX SAN MATEO CAL 06 
GEORGIA 

1594 Southland Circle, N.W., Atlanta 18, Ga. 
SYcamore 4-2441. TWX AT 351 

ILLINOIS 

4600 So. Tripp Ave., Chicago 32, Illinois 
CLiffside 4-4300. TWX CG 3296 

KANSAS 

7th & Sunshine Road, Kansas City 15, Kansas 
MAvfair 1-4418. TWX KC KAN 1055 
MINNESOTA 

6100 Excelsior Blvd., Minneapolis 16, Minn. 
West 9-6715. TWX MP 1195 

NEW JERSEY 

165 Prospect Street, Passaic, New Jersey 
PRescott 9-3610. TWX PAS 1067 

OHIO 

1555 West Fourth Street, Mansfield, Ohio 
LAfayette 4-6511. TWX MANS O 132 
TEXAS 

1515 Turtle Creek Blvd., Dallas 7, Texas 
Riverside 7-5191. TWX DL 02 
EXPORT 

165 Prospect Street, Passaic, N. 
PRescott 3-5100. TWX PAS 1067 


~~ 


Crapo Pretied Splints can be attached 
to insulator on the ground. Easy to install. 
Save time and labor. Permit resagging line 
wire without removing tie wire. Produced 
for galvanized steel and copper/steel tele- 
phone line wire. INDIANA STEEL & WIRE 
COMPANY, INC. 


New 48-Volt Battery Charger Line. 
Completely redesigned Raytheon Recti- 
Chargers (R) feature no load to full load 
regulation of +1%, no tubes, automatic 
compensation for rectifier aging, no audi- 
ble hum. Most compact units on the mar- 
ket—single and three phase, output from 
30 to 400 amperes. RAYTHEON MANUFAC- 
TURING COMPANY. 


CEECO PARKWAY PEDESTAL TERMINAL 
—for loading direct earth burial plastic 
cable. Permits loading required pairs, add- 
ing to capacity, access to any or all pairs. 
All-steel construction, “bell jar’ type cover. 
Side plates give nominal air gap protec- 
tion. Terminals are 6, 8, 14 and 16 pairs 
high, affording loading of 12, 16, 28 and 
32 pairs. COMMUNICATION EQUIPMENT 
AND ENGINEERING COMPANY. 


Lorain Dry CEMF Cells—torain's impor- 
tant new product for eliminating telephone 
office maintenance associated with liquid 
filled cells. Light in weight, portable, safe, 
completely flexible as to voltage and cur- 
rent ratings. 

LORAIN PRODUCTS CORPORATION. 


Air Compressor Dehydrator for supply- 

ing dry air to aerial and underground 

cables. Supplies up to 40 cables. Individual 

air flow indicators for each cable. Both 

automatic and manual units are available. 
S & G MFG. CORPORATION. 


Outstanding Battery Per*-:mance is 
yours when you choose Gould Plante Bat- 
teries. Thick, grooved, pure lead positive 
plates give many years of trouble-free serv- 
icel Made by GOULD-NATIONAL BATTER- 
IES, INC., the finest money can buy. 
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FULLY COLOR CODED 
EXCHANGE AREA CABLE 

TO REA PE-22 SPECIFICATIONS 
FOR AERIAL & DUCT SERVICE 


FOR INFORMATION ON OUR 
COMPLETE LINE OF PLASTIC 


INSULATED TELEPHONE WIRE 
AND CABLE — WRITE FOR 
NEW CATALOG 


THE REX CORPORATION — West Acton, Massachusetts 
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A completely new 
manual mobile telephone system! 


See Lenkurt Mobiltel 
at the USITA Convention—Room 507 


AUTOMATIC 
FLECTRIC 


Northlake, Illinois 
Subsidiary of GENERAL TELEPHONE 
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Telephone-Engineered from Dashboard to Switchboard—Lenkurt 
Mobiltel offers for the first time a completely packaged system specifi- 
cally engineered for telephone company use. 


Complete from handset to antenna, and compatible with Bell equip- 
ment, Mobiltel opens up broad opportunities for. 


1. Mobile Subscriber Service in automobiles, trucks, boats 
and planes. 


2. “Fixed Mobile” Service to isolated ranches, farms and 
temporary construction sites in areas not served by wire 
lines. Utilizes modified Type 80 telephone instruments. 


3. Mobile Telephone Communications between the tele- 
phone company and its maintenance units. 


4. Quick Service in disaster areas and other emergency setups. 


Lenkurt Manual Mobiltel has the flexibility required to meet aH service 
and installation conditions. It can be used fixed or mobile, without 
alterations. It is equipped to operate from a standard auto battery, 
110 volts A.C., or from an optional transistorized power supply. This 
permits the same units to be used for local or base station installation, 
either indoors or pole mounted. 


Lenkurt Mobiltel is equipped to operate on any standard frequency 
or power output—either split channel or wide band. Since it is com- 
patible with Bell, Mobiltel is not restricted to any given area of 
operation. 


The complete M@biltel package can be furnished in standard frequen- 
cies and power outputs on an “engineer, furnish and install” basis. 
For the full story on Lenkurt Manual Mobiltel, write today for descrip- 
tive literature, or call your Automatic Electric Representative. 
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© 1958 Gould-National Batteries, Inc. 


STRIKE HARD at today’s high operating costs 


... specify gould batteries 


‘ 7) You can be sure of lowest battery costs and highest operating efficiency 

The Aristocrat of A : 7 . : “—— ’ : 

Stationary Batteries . —year in, year out—with Gould Batteries. Why? Because there’s a cost- 

. reducing benefit behind every feature, of every battery in the Gould line. 

That’s why it pays you to standardize on Gould. Call your local Gould 

representative for details. He’s listed under “Batteries, Industrial” in 
the Yellow Pages. Gould-National Batteries, Inc., Trenton 7, N. J. 


More Power te you from Goulet 
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Always Use Gould-National Automobile and Truck Batteries 





EDITORIAL 


Where Do We Go From Here? 


(First of a series of four editorials addressed 
to the telephone industry at large) 


HE TELEPHONE industry could be in for some serious future trouble. It is not a 
{pon sort of trouble. It is trouble that can be avoided by forethought, good will, 
aggressive action, and more cooperation between the Bell and the Independent 
branches. But it is a mixed-up kind of trouble, covering a broad range of difficulties 
which need to be brought into clear focus before they can even be recognized or corrected. 


How can the telephone industry be in trouble in the future? First, there is bound to 
be an increase in the severity of the industry’s present growing pains. They probably will 
have to be taken care of under pressure of an accelerated inflationary spiral. As a result, 
both Bell and the Independents will need elbow room and more and better plant. And, 
they will, in some cases, be getting more into each other’s way. This will be nobody’s 
fault, in particular. There will be no villain in the piece. It is just the way the ball appears 
to be bouncing; and we should expect it as a perfectly natural development. 


Next, complicating the growing pains, there will be financial strains. Both Bell and 
Independents will need more and more “money to grow on” as well as “‘money to go on,” 
to use the two well-known phrases. Rate case after rate case in the past have failed to 
fill the fiscal vacuum so that ends meet properly and safely. In the future they will have 
to fill this vacuum. 


State commissions are getting impatient, confused, and some pretty stubborn and can- 
tankerous. In the face of this common peril, no forthright, consistent industry story of 
revenue requirements has been sufficiently aired, aggressively promoted, or even agreed 
upon up to now. The whole industry will be “behind the eight ball” on this if something 
is not done to correct the situation in the near future. 


Then, there will be the complications growing out of new horizons, new technologies in 
which the telephone industry finds itself in present or prospective conflict with other in- 
dustries, and other services, in its natural quest for new business. What is the telephone 
industry’s stake — both Bell’s and Independents’ — in the broad new field of mobile te- 
lephony, microwave, supplementing communications service? There is a need for a com- 
mon position to be worked out on this point so that both branches of the industry can 
tell the same story, put their shoulders to the same wheel, and push for the common 
benefit of the industry as a whole. 


There are the three main fields of possible future difficulty. There are others and there 
will be all sorts of subordinate complications growing out of these three central problems. 
But, if we look at them closely enough, we will see that they are really all part of the 
same over-all picture. They cannot be locked off into water-tight compartments, to be 
taken up separately or disposed of independently of each other. Now, more than ever 
before, the truth of that old maxim—‘‘United We Stand; Divided We Fall’’—ought to be 
borne constantly in the minds of those, in both branches of the industry, who are truly 
interested in the welfare of the telephone industry, as such, and in the public interest at 
large. We consider the two to be the same and identical in this general situation. Others 
will differ on this, of course. 


Since we obviously cannot cover such a broad field in a single editorial message, we are 
going to separate the problem — only for purposes of more convenient coverage — into 
three divisions, roughly parallel with the three classes of “troubles” outlined above. We 
believe that the situation calls for a broad industrial decision on the following three 
subjects: 


(Please turn to page 57) 
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VERY time public utilities, as a 
E group, get caught in the middle 

of a political row they are likely 
to get hurt, more or less, no matter 
which group of politicians wins the 
elections. The “hurt” may take various 
forms or combinations: Tougher regu- 
lation, restrictive legislation, rate com- 
plications, financial difficulties, or per- 
haps a serious over-all loss of esteem 
in the field of public relations, as the 
result of misunderstanding, distortions, 
etc. 

Unfortunately, public utilities are not 
always “in a position to move out of 
position,” so to speak, of such a poli- 
tical barrage. With billions of invest- 
ment literally staked to the ground, they 
cannot just pull up stakes and clear 
out as other types of industry can, if 
they don’t care for the local atmosphere 
any longer. They have to stay there 
and take it. 

The campaign for the governorship 
now going on in California is an ex- 
ample of how public utilities, of all 
kinds, can get caught in the middle of 
such a political Donnybrook. Senator 
Knowland, Republican, for some reason 
or other, decided this year to forsake 
the comparative security of his Cali- 
fornia seat in the United States Senate 
(where he is the Republican leader) 
and run for governor of California. The 
Democrats, reaching for a razzle dazzle 
personality to slug it out with Know- 
land, came up with the state’s attorney 
general, Edmund G. Brown. Generally 
known by his nickname “Pat,” Brown 
is a tried and tested vote getter for the 
Democrats and a wild-swinging cam- 
paigner. 

So far this would look just like any 
other old political story. But no — Pat 
came up with the idea that promising 
Californians that he could put money 
in their pockets would be a sure way to 
win votes. A good trick if it works. 
And, when it came to making promises 
with other people’s money, Pat is no 
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BY FRANCIS X. WELCH, WASHINGTON EDITOR 


Utilities, including telephone companies, caught in the mid- 


dle of California’s political fight over the governorship. . . . 


Democratic candidate, “Pat” Brown, proposes 1-billion-dol- 


lar rate reductions by not allowing utilities to keep so-called 


“savings” resulting from accelerated depreciation write-offs. 


piker. The attorney general’s office esti- 
mated that California utility customers 
could benefit by rate reductions to the 
tune of $1,000,000,000 (note those 
zeros; that’s a billion—not mere mil- 
lions) if the California Public Utilities 
Commission will go along with Pat’s 
idea of regulatory “reform.” 


The “billion dollar’ rate reduction 
issue raises the question of whether 
some 1,500 utility companies in Cali- 
fornia (including some telephone com- 
panies, of course) will or will not be 
allowed to keep so called “savings” 
effected under the 1954 federal tax law, 
which permits accelerated depreciation 
write-offs. The fast depreciation for- 
mula in this law, by the way, is avail- 
able to all kinds of business corpora- 
tions, in figuring their income taxes. It 
is not something special for public 
utilities. 

But, Pat Brown found something 
special for utilities in this situation. 
And, this is it: Whereas, the 1954 law 
permits all business taxpayers to “elect” 
or choose whether they want to use the 
fast depreciation during the early years 
of plant life, or spread it out over the 
full depreciable life of the plant, utili- 
ties would have to kick back any early 
year benefit they get from the fast 
depreciation in the form of rate reduc- 
tions. 

The California Public Utilities Com- 
mission started hearings late last month 
on the issue and they are still going 
on this month, moving from San Fran- 
cisco to Los Angeles. Certain cities and 
consumer groups, headed by the state 
attorney general’s office are urging the 


commission to force utilities to use the 


tax “savings” to reduce consumer rates 
for electricity, gas, telephone, and trans- 
portation. 

Attorney General Brown has assumed 
the role of champion for the cause of 
cities and the consumer groups. Wit- 
nesses for Southern California Edison 
Co., testifying at the San Francisco 
hearing, declared: “The clear intent of 
Congress in providing for accelerated 
depreciation was to provide, through 
tax deferrals, additional funds to all 
businesses for use in additional plant 
construction and growth. If these tax 
deferral funds were to be diverted or 
siphoned off, the whole purpose of the 
congressional act would be defeated.” 

Some big utilities, such as the Pacific 
Gas & Electric Co., have been taking 
advantage of the “liberalized deprecia- 
tion” section of the Internal Revenue 
Code of 1954. Under this section, for 
example, if a company puts up a $500,- 
000 building, it may accelerate the rate 
of depreciation instead of accepting the 
same rate annually for 20 years, or 
whatever the period estimated to be the 
lifetime of the structure. 

Instead of writing off a straight 5 
per cent, or $25,000 a year, for the 
20-year period, it may take off 20 per 
cent annually. This would mean a de- 
preciation allowance of $100,000 the 
first year, $80,000 the second, $64,000 
the third, etc. The net income of a 
utility electing to accelerate its depre- 
ciation thus would be higher during the 
early years of liberalized depreciation 
than that of the company using the 
“straight-line” method. Therefore, its 
tax payments would be less. 


Some California utilities are propos- 
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ing that they be permitted to set aside 
these early tax “deferrals” in a reserve 
account. The money, though saved tem- 
porarily, would have to be paid eventu- 
ally, they say, and would even out over 
20 years. In the meantime they would 
like to use it for other plant expansion 
rather than reducing rates to customers. 
The utilities say this was the intent of 
Congress when it adopted the accel- 
erated depreciation section. They con- 
tend that customers would benefit, even 
without rate cuts, because of the avail- 
ability of funds to the company and 
resulting business advantages. 


The Efficiency Incentive 

The proceedings mentioned above are, 
of course, being conducted before the 
California Public Utilities Commission 
without any ostensible reference to the 
hot gubernatorial campaign now going 
on there. But cynical souls, such as 
this writer, reading California news- 
paper of the various state- 
candidates and their sup- 
porters, naturally have some doubt that 
the concurrence of these proceedings 
during the peak of the campaign is 
entirely coincidental. 

Yet, from what happens in 
either the governorship election in Cali- 
fornia or to this case before the Cali- 
fornia commission, the issue presented 
here is a fundamental one for utilities 
in many Regulatory laws are 
different in many states, as they should 
be. But, most of them provide, as in 
California, that rates should be fixed 
so as to cover operating expenses, in- 
cluding taxes, plus a reasonable return 
to the owners of the utility. It logically 
follows that, as costs decline and where 
expenses can be made smaller through 
legitimate savings in operations, the 
customers should be given the benefit 
of any real savings. This is only fair 
because the utility customer would have 
to foot the bill if the expenses in- 
creased. Indeed, in these days of in- 
creasing costs, that is generally what 
the must do, which is 
reason why rate increases are so neces- 


accounts 
ments of 


aside 


states. 


customer one 


sary and prevalent. 

But, there is a limit to how far the 
automatic cost ceiling can be applied 
without destroying the incentive on the 
part of utility management to make 
any savings, or to cut costs. Granted 
that the benefits of any saving have to 
be passed on to the customer over the 
long-run. It is also a fact that unless 
utility owners can expect to share, to 
some extent temporarily at least, in 
savings due to operating efficiency, any 
incentive to engage, or even experiment, 
in methods for cutting costs can be 
destroyed. 

On the record, commission regula- 
tion, as it has been practiced to date 
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Recent Quotations of 


Anglo-Canadian Telephone Co 
California Interstate Telephone Co 
California Pacific Utilities Co 
California Water & Telephone Co 
Carolina Telephone & Telegraph Co 
Central Telephone Co 

Chenango & Unadilla Telephone Corp 


Cincinnati & Suburban Bell Telephone Co.... 86 314 86 


Commonwealth Telephone Co 
Florida Telephone Corp. Class A 
General Telephone Corp. Common 
Indiana Telephone Corp. 


Inter-County Telephone & Telegraph Co 


Inter-Mountain Telephone Co. 
Lincoln Telephone & Telegraph Co. 


Middle States Telephone Co. of Illinois...... 


North Carolina Telephone Co 
Northern Ohio Telephone Co. 

Peoples Telephone Co. 

Rochester Telephone Corp. 

Southern Nevada Telephone Co 
Southern New England Telephone Co 
Southwestern States Telephone Co. 
Telephone Service Co. of Ohio Class A 


Tidewater Telephone Co. .............. 


United Utilities, Inc 
West Coast Telephone Co. 


Western Light & Telephone Co., Inc. ... 


*Ex-stock dividend 


ahew 36%— 3714 


Telephone Stocks 


10/1/58 9/2/58 
BID ASKED BID ASKED 
3844%e— 35 3 — 33% 
13%— 14 138 — 138% 
31%— 31% 30%— 305% 
22% ¢ 23 — 23% 
52% 53 Bid 
23 3% 23%— 24 
21 21% 23 
— 87 
18144— 18% 
26%— 27% 
5236 (Last Sale) 51% (Last Sale) 
17 — 18% 17 — 18 
49 — 49% 4814— 50 
15%— 155% 15 — 15% 
55 Bid 54% Bid 
21%— 22% 21%— 22% 
$1.03—$1.05 $ .90—$1.00 
88%2— 40 46 — 48 
88 Bid 88 Bid 
21%— 21% 20%— 21% 
20%— 21 19%4— 19% 
40%— 40% 40 — 40% 
235— 23% 23%— 2414 
34 —137 31 —134 
23 — 24 23 Bid 
27 — 27% 2554.— 26 
215,— 21% 21%— 21% 
36 %— 37%4 


17% 
2816— 


(Quotations supplied by Merrill Lynch, Pierce, Fenner & Smith) 


in the United States, has not destroyed 
the incentive of managerial efficiency. 
All of our major utility industries—gas, 
electric, and telephone—have been in 
the forefront of those seeking more 
efficient operating methods. Why? It 
might be due, in part, to the hope of 
increased profits during the time lag 
before the next general rate review by 
the regulatory commission. When that 
happens, utilities expect the “savings” 
to be passed on to the public. 
Another reason, of course, is the high 
morale of utility management, and the 
American businessman’s natural drive 
to do a better job, more efficiently and 
at less cost. Utility management has 
this spirit just as well as the manage- 
ments in any other industry, even 
though the promised rewards for the 
owners of the utility business are not 
so great nor so lasting. It is for this 
reason that utility regulation has not 
hindered technical progress in the field 
of public utility operation perceptibly. 
But, it could do so, if a rigid ceiling 
on profits were carried to the point of 
extreme application in the case of a 
prompt reduction in rates to reflect 
savings in operating costs at all times 
and as soon as they occur. Not long 
ago this writer talked with the manu- 
facturer and distributor of an electrical 
home heating device which he (the 
manufacturer) claimed could improve 
the revenues of electric utilities very 
substantially by utilizing off-peak load, 
while greatly increasing the total vol- 


ume of current consumption at prevail- 
ing rates. (Whether these claims would 
actually work out is very debatable, of 
course.) This manufacturer was also 
claiming, however, that the resistance 
he encountered from prospective elec- 
tric utility company customers was 
based mainly on managerial inertia, in- 
duced by rigid profit controls imposed 
by regulation. 

In other words, consider the fact that 
the introduction of such an appliance 
would take a lot of effort on the part 
of operating management. There would 
have to be sales and training programs, 
special merchandising and promotion, 
special installations on the customer’s 
premises. And, when it was all over 
with, what would happen? The utility 
managers would throw up their hands 
and say: “We would still get our lousy 
6 per cent return and that would be 
the end of it; so why bother? Why take 
a chance or knock yourself out, when 
it would not make you an extra nickel 
in the end?” 

If that attitude were truly repre- 
sentative of the way some utility man- 
agements feel about introducing new 
ideas and more economical and efficient 
operating practices, it would definitely 
call for a warning bell ringing a danger 
signal in regulatory circles. Carried to 
its logical conclusions, it would mean 
that all classes of electric utility cus- 
tomers would be deprived of the bene- 


(Please turn to page 47) 
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Customer education for 


DIRECT DISTANCE DIALING 


By D. L. OESTREICHER 


Mr. Oestreicher is Assistant Vice President of the Central Western Co. of Bakersfield. 


Cal, 


Central Western provides administrative, engineering and accounting service to 


Kern Mutual Telephone Co., Central California Telephone Co., and The Western Tele- 
phone Co., serving in nine counties in California. This paper was presented at the Direct 
Distance Dialing Symposium of the California Independent Telephone Association at 
Fresno, Cal., on Apr. 8, 1958. 


HE BIG switch is to automatic 
Tron ticketing. Telephone compa- 
nies across the nation are install- 
ing ticketing equipment at a rate 
which, in 1959, will double the number 
of Independent exchanges now offering 
this convenience to subscribers. Man- 
ufacturers who make ticketing equip- 
ment estimate that 25 per cent of the 
Independent telephone exchanges, will 
be so equipped by 1965. 
What is the 
Subscribers 


for the switch? 
living in an area served 
by automatic toll ticketing equipment 
can tell you; any manager who oper- 
ates an automatic toll ticketing system 
can give you the word. Automatic tick- 
eting convenience sells the customer; 
increased net toll revenue sells the tele- 
phone manager. Before long, Mr. Tele- 
phone Man, you will have automatic 
toll ticketing problems added to your 
lot; before long, Mr. Telephone Sub- 
scriber, you will be enjoying Direct 
Distance Dialing (DDD). 

Less than 1 per cent of the Inde- 
pendent telephone companies in the 
United States have automatic ticketing 
equipment installed today. The number 
will double in 1959 and the increase 
would be greater were it not for a 
manufacturing bottleneck. Suppliers 
are quoting two-year delivery on new 
systems and the likelihood is that the 
delivery interval will worsen before it 
improves as more telephone companies 
get on the bandwagon. 
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reason 


Technical 
systems 


refinements in 
expected ; 

these will not be apparent to the sub- 
scriber. 


ticketing 
can be however, 
In 1956, telephone companies 
were reluctant to buy pioneering tick- 
eting systems. Now that they see the 
pattern taking shape, few fear major 
technique changes will make present 
apparatus obsolete. It is evident that 
this is present-day thinking about the 
dangers of obsolescence as the roll call 
of companies planning for automatic 
ticketing systems is taken. 

Direct 
Distance Dialing is a task facing every 
telephone manager contemplating the 
installation of automatic toll ticketing 
equipment. The straight path to an ef- 
fective program can be found by study- 
ing what the 34 Independents now us- 
ing automatic toll ticketing equipment 
did to give their customers really com- 
plete dial service. 


Educating the customer for 


Remembering that it is good busi- 
profit by the experience of 
others, all the Independent telephone 
companies in the United States having 
automatic toll ticketing equipment in- 
stalled were contacted. 


ness to 


Twenty-seven companies of the 34 
in this category sent information about 
their customer education-program and 
seven California companies, including 
the Bell System’s Pacific Telephone & 
Telegraph Co. and the General Tele- 
phone Co. of California, contributed in- 
formation concerning their programs 


at the symposium in Fresno where 
this paper was first presented. 
This presentation includes the 
tinguishing features of each education 
program and demonstrates the pattern 
which has evolved. It 
believe that it will assist telephone peo- 
ple in planning a successful program 


dis- 


is reasonable to 


for their company. 

To assure success, design your cus- 
tomer education program well in ad- 
vance of the toll ticketing cut-over— 
eight months is not too long 
before the cut-over to have your pro- 
gram out of the typewriter and the 
various phases assigned to those who 
will implement it. Don’t question the 
value of a prepared outline and time 
schedule; the program make-up should 
be given the same imaginative thought 
and detailed study that engineering 
gives to the ticketing equipment speci- 
fications. 


six to 


Adequate planning gives a_ great 
many by-products for the small extra 
effort required. An academic approach 
will study out pitfalls, and study in 
extra benefits tailored to your special 
needs. For instance, one company used 
the Direct Distance Dialing program 
to win over an uncooperative news- 
paper editor, another broke the back 
of a trend to foreign exchange service 
requests and thereby saved consider- 
able toll revenue. You, too, can design 
extras into your Direct Distance Dial- 
ing program. 
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Whatever program you end up with, 
if it is a good one, it will have three 
parts like any sound teaching pro- 
gram: It will tell the customer what 
you are going to tell him, tell him, and 
tell him what you have told him. 

The successful programs of the 34 
companies now using automatic toll 
ticketing equipment were fashioned 
around this three point scheme. The 
customer education program in Exhibit 
I has these three parts. It is a “gold 
plated” program outline similar to that 
used by the Bell System companies and 
the General Telephone companies. It 
is elaborate and rather lengthy, but it 
is worth study and discussion because 
you can borrow from it what you need 
to tailor a program to suit any com- 
pany. 

None of the 34 ticketing Independ- 
ents used all of the features of Exhibit 
I, but it has all of the features used by 
all of the ticketers including the two 
big companies. 


Key Person Interviews 

Only three large Independents inter- 
viewed key individuals in their cus- 
tomer education program, although 
part of the program may have been 
done informally by all of the compa- 
nies. The Direct Distance Dialing pro- 
gram affords a top-notch opportunity 
to take into your confidence the com- 
munity’s key people. Key individuals 
are bank presidents, attorneys, judges, 
doctors, successful businessmen, poli- 
ticians and others in a position to set 
the pace of community thinking. 

Tell these people much ahead of any- 
one else what your company plans to 
do to give a better service. Discuss 
with them in general terms all of the 
ramifications of taking this step for 
your company including the technical, 
economical and manpower problems in- 
volved, but above all leave no question 
in their minds about the advantages 
of this community service advance. To 
get the most benefit from this step, 
it is done deliberately. 

Key people wield public opinion be- 
cause others listen to them. Even 
thinking individuals latch on to the 
first notion that strikes them as being 
correct and this is especially true in 
areas of information where they are 
not expert. We should be the first one 
to give key people their viewpoint 
about automatic ticketing. The great- 
est value of key people interviews is 
obtained if they are conducted infor- 
mally, imparting the aura of a con- 
fidence disclosed and the telling limited 
to a predetermined chosen list. To be 
effective the interviews must be com- 
pleted before the initial press release 
is given out. 

(Please turn to page 26) 
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Description Start 


(1) 


Exhibit I 
Typical Schedule for DDD Customer Education 
Number of Days 


Before Cut-over 
Finish 


Preliminary Interviews 
(a) Prepare list of key individuals and 

organizations to be interviewed 150 143 
(b) Complete interviews 142 130 


Press Releases 


(a) Initial announcement—general information 
concerning new service 
To be published 

(b) Progress release—general information 
concerning progress of project 

(c) Pre-cut release—more detailed—published 
information with times and date 
To be published 

(d) Final release—reminder with time, 
date and detail of what is involved 


To be published 


Paid Advertising 

(a) Arrange with agency to prepare and 
schedule newspaper material 

(b) Arrange with agency to prepare material 
for radio and secure air time 

(c) Arrange with agency to prepare material 
for TV and secure air time 


Placards and Posters 


(a) Prepare posters for business offices 
or = ee ee 
(b) 


oe eee 
(d) Display posters and placards.............. 


Employe Information 
(a) Preparation of Material 
2. Prepare handout material 
3. Prepare information bulletin 
(b) Informational Meetings 
1. Schedule meetings 
2. Conduct meetings 


Notification and Instruction of Customers 

Ce ee SE 5, 655.65 Fie sees oon see's 

“SS | 4k 8 OO Se eee 

(c) Prepare instruction pamphlet 

(d) Mail pamphlets 

(e) Random calling of subscribers to check effec- 
tiveness of information and instructions... . . 

(f) Special version of monthly bill insert 

(zg) Postal meter slogan—Pre-cut 

(h) Postal meter slogan—Post-cut 


Service Organization and School Contacts 


(a) Make appointments 
(b) Prepare displays and material 


PBX and Heavy User Contacts 
(a) Determine heavy users from ticket study 


(b) Prepare plan of instruction 
(c) Train instruction personnel 
(d) Contact managements 
(e) Instruct PBX attendant and extension users. . 
(f) Prepare program and material for 
Open House for heavy users. 
(g) Open house 


Post Cut-over 


(a) Results and Thank You 
To be published 
(b) Follow-up on DDD use by heavy toll users. 
(c) New customer instruction. 
(d) Periodic advertising. 








THE HOTTEST PABX |} 


9 Features You And Your Customers Will Like 


1. Exclusive keyset turret lets attendant extend incoming city 
trunk calls quickly by simply pressing two keyset buttons in 
sequence. 
2. Compact, all-relay Leich Dial Switchboard fits in any modern wl ; 
office or plant. & a. WRITE FOR THIS 


3. Capacity of up to 40 telephones with 10 trunks to the main 
exchange and 6 local links. 

4. Local links are not tied up on city trunk calls. 

5- Inside, outgoing, and consultation calls are made without help 
from the turret attendant. 

6 Standard Leich Telephones are used. 

7. Tie trunks to other PABX or PBX switchboards (optional). 

8. PBX trunk selection service (optional). 


9- Standby power equipment for use at hospitals, etc. (optional). subsidiory of GENERAL TELEPHONE 


CATALOG TODAY! 


TELEPHONY 


EVER DEVELOPED! 


Nhe 
LEICH 420A PABX 


with the enduswe at Slav 


A few times in a manufacturer’s life he develops a “hot one”—a product that really catches on 
fast with customers. We're happy to say that’s been our experience with Leich’s 40A PABX. 
Telephone men have told their business customers about it, and found it almost sells itself. 


Here’s an example. When we introduced the Leich 40A in 1956, a few brave telephone men 
made one installation. (Frankly, we had to twist an arm or two to get them to try one.) 


Being good businessmen, they tested it thoroughly. They discovered it to be a faster, more 
efficient, more versatile PABX. They told other PABX prospects about it, and found it extremely 
saleable. Our records show that most of these telephone companies who started with one 
installation have now installed from 10 to 25 Leich 40A PABX systems. 


Try one Leich 40A PABX. If you do, we're sure we'll be receiving many more orders from you 
and your business customers. Write for the Leich 40A PABX catalog today. 


MORE 40A PABX USERS 


1. R. M. Towill Corporation, Honolulu, Hawaii 

2. American Chain & Cable Co., Fairfield, Iowa 

3. Comfo Sleep Co., Wakarusa, Indiana 

4. Dixie Cup Co., Lexington, Kentucky 

5. Avon Park Prison, Avon Park, Florida 

6. Clinton County Bank, Wilmington, Ohio 

7. Al Pierce Lumber Co., Coos Bay, Oregon 

8. U.S. Army Nike Site, Redmond, Washington 

9. Goodman Lumber Co., Goodman, Wisconsin 
10. Superior Sterling Co., Bluefield, W. Virginia 


Installation at American Chain & 
Cable Co., Fairfield, lowa 


LEICH SALES CORPORATION + 427 WEST RANDOLPH STREET + CHICAGO 6,ILLINOIS 


PACIFIC COAST: 11401 WEST PICO BLVD... LOS ANGELES 64. CAL.: SOUTHWEST: 1227 SLOCUM ST... DALLAS 7. TEX.: SOUTHEAST: 5126 SOUTH LOIS ST. TAMPA 11. FLA. 


manufacturers of telephones, switchboards and related apparatus since 1907 


OCTOBER II, 1958 





r 2, 1956 


Decembe 
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Something 
NEW 
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Above: Specimens of “DDD information” material used by Warren (O.) Telephone Co. Illustrations of other companies’ 


material are shown on succeeding pages. 


Press Releases 

All but two companies used the 
newspapers to announce Direct Distance 
Dialing. Feature two of Exhibit I sug- 
gests five releases; one company had 
as many as 14. No company, however 
small, needs to be reluctant to “crow” 
about taking the giant forward 
in the art of telephony which automatic 
toll ticketing certainly represents. 


step 


It is sound public utility relations 
to keep the company name continually 
and favorably in print. A newspaper 
which has been publishing human in- 
terest stories and comments about the 
local telephone company over a period 
of years will find it difficult to change 
its editorial point of view overnight 
when adversity, in the form of needed 
rate relief, strikes. 

There is much inertia in establishing 
good public relations and the Direct 
Distance Dialing program affords a 
first rate opportunity to generate press 
commentary which will be favorable 
over the long-term. 

Your DDD program can _ provide 
grist for the press mill for as long as 
six months prior to the cut-over, and 
the cut-over will still be big news to 
the public. In fact, the best press re- 
leases of “the 34” generated anticipa- 
tion in the public for cut-over day. 
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Ideally, this is what your press re- 
leases should strive to create. 

A company with the need to turn the 
tide of public relations, or of unfavor- 
able newspaper reporting, can use the 
DDD cut-over as a tool to obtain, as 
a by-product, favorable publicity over 
the long-term. The event is significant 
enough to overshadow the past. If 
played with finesse, it can erase old 
feelings and pave the way for smooth 
future public relations. 


Paid Advertisements 

Naturally, your customer education 
program will include paid advertise- 
ments. Ideally, this part of the pro- 
gram is made to dovetail with your 
press releases—newspaper editors tend 
to favor company generated releases if 
paid advertisements are forthcoming. 
Care must be taken in the preparation 
of press releases and newspaper ad- 
vertisements to be certain that they 
clearly designate the exchanges in- 
volved in the Direct Distance Dialing 
program. 

Many small companies will find radio 
and TV coverage undesirable because 
most radio stations and TV stations 
embrace larger areas than those served 
by the company. Also, companies may 
have DDD for one or two exchanges 
and may have postponed the installa- 


tion of Direct Distance Dialing for con- 
tiguous exchanges. Radio and televi- 
sion announcements which reach the 
homes of subscribers in exchanges not 
cutting over to Direct Distance Dialing 
could cause considerable confusion. 

To make your paid advertising count, 
make it repetitive. Change the format 
but keep the message the same. Repe- 
tition of the basic instructions will re- 
duce post cut-over education problems. 
It will take ingenuity to keep your 
copy attractive, but it has been done 
successfully. One company continued 
dialing instruction advertisements for 
three months after the cut-over and 
felt it counted significantly in reducing 
dialing difficulties. 


Placards and Posters 
More than 85 different placards and 
posters were submitted by the 34 tick- 
eters. A few are reproduced herewith 
to give you the range of sophistication 
in the presentations submitted. Prob- 
ably the unimaginative were prepared 
by a harried general manager with too 
few on his staff and a host of pressing 
problems. We can guess that the de- 
luxe material, on the other hand, orig- 
inated on Madison Avenue by adver- 
tising experts. 
Successful placards and posters em- 
(Please turn to page 30) 
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CUSTOMER DIRECT DISTANCE DIALING INSTRUCTIONS 


Telephone customers in EUSTIS, HOWEY, MT. DORA, TAVARES AND UMATILLA 
will now be able to dial their own Station to Station Long Distance Calls without 
operator aasistance, to the following cities 






EUSTIS TO—TAVARES, MT. DORA, UMATILLA 
MT. DORA TO—TAVARES, EUSTIS, UMATILLA 
TAVARES TO—MT. DORA, EUSTIS, UMATILLA 
UMATILLA TO—MT. DORA, EUSTIS, TAVARES 





To place station to station long distance calls to telephones in the above cities—First 
obtain the number listed in your directory—Then follow these simple instructions. 


1. DIAL—DIRECT DISTANCE CODE NUMBER-112 
2. DIAL—THE CIRCLE DIGIT OF YOUR TELEPHONE 
3. DIAL—THE TWO (2) LETTERS AND FIVE (5) DIGITS OF THE 
CALLED NUMBER 
EXAMPLE: If your circle digit is three (3) and you wish to call a Tavares number— 
Dlamond 3-2341,—Dial 112-3-D13-2341 


Your called number will then ring, or you will receive a busy signal signifying the tele 
bape is in use, 





5 REQUIRING OPERATOR ASSISTANCE 


Person to Person calls to all points 

Collect calls to all points 

Pay Station calls to all points 

Station to Station calls to all other points 

Dial “Operator” for assistance 

d you have any questions regarding this new telephone service, please call your 
Business Office, or after hours, DIAL OPERATOR and ask for Service Assistant 


CASE OF TROUBLE ON YOUR DIRECT DISTANCE DIALED CALL 


f you reach a wrong number, determine the telephone number you have reached. Then 
OPERATOR immediately and tell her what happened so that you will not be 
charged for the call. If you experience any other difficulty, report this to the Long Dis- 
tance Operator 

If your called number is busy, or if the number does not answer, hang up your receiver 


and try again later, just as you would on any local call. No charge is made when the 
called number is busy or does not answer 


Regular Station to Station rates apply to all Direct Distance Dialed calls 


DIAL YOUR STATION-TO-STATION CALLS TO THE ABOVE CITIES. DIAL 
CORRECTLY—TAKE ADVANTAGE OF THIS NEW AND FAST LONG DISTANT 
SERVICE 








‘o., Ft. Myers, Fla. 
Inter-County Telephone & Telegraph Co., Ft. My 






HOW YOU . 
CAN DIAL YO 
OWN LONG DISTANCE CALLS 


Y 
INFORMATION AND DIRECTOR 
FOR DIALING DISTANT pO! 





Washington, Aurore, 
Bath, Belhaven 


Tarboro, N. C. 


‘ ¢ Dive 
Carolina Telephone & Telegraph Co., 
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Let's Make All These 


a 
—— 


- 


Kellogg’s Color Campaign Works With You and For You 
To Help Sell More Color Phones In Your Community 


IT’S A FACT: color phones help convince sub- 
scribers of the need for extension phones. 


RESULTS: greater revenue for you, greater satis- 
faction for your subscriber, because the 15 smart 
new Kellogg K-500 colors brighten up any decor. 


And one extension leads to another: a conven- 
ient wall phone in the kitchen means dad will want 
one for the workshop; an extension in the bedroom 
leads to one in the guest room. Remember to sug- 
gest color phones as gifts—it’s a new, original idea, 
and they’re always welcome! 


Kellogg is helping you sell more color phones 


through its widely-promoted color campaign. The 
theme — “Brighten Life At Home With Color 
Phones”—is being brought to the attention of 
people everywhere through advertising in national 
magazines, local newspapers, direct mail and other 
powerful sales promotion tools. 

Your Kellogg sales representative. will be glad 
to explain this campaign to you and show you how 
it can be brought into operation in your community. 

KELLOGG Switchboard & Supply Company 

6650 S. Cicero Avenue, Chicago 38, Ill. 
Communications Division of 
International Telephone & Telegraph Corporation 





Extensions Color Phones! 


MASTER 


soy 
s 


WORKSHOP 











15 Decorative Colors! 


RED + YELLOW + GREEN + BLUE + BEIGE » GRAY + BROWN 
IVORY + TURQUOISE + ROSE PINK + AQUABLUE + WHITE 
LIGHT BEIGE + LIGHT GRAY + BLACK 


Demonstrate how the handset of the K-554 can 
be hung on the side without breaking the circuit! 


CHICAGO, /LLINO/S 


Regional Offices and Warehouses: 


CALIFORNIA ILLINOIS MINNESOTA OHIO 

23 Broderick Road 4600 So. Tripp Ave. 6100 Excelsior Blvd. 1555 West Fourth Street 

Burlingame, Calif. Chicago 32, Illinois Minneapolis 16, Minn. Mansfield, Ohio 

OXford 7-5780 CLiffside 4-4300 West 9-6715 LAfayette 4-6511 

TWX SAN MATEO CAL 06 TWX CG 3296 TWX MP 1195 TWX MANS 0132 

GEORGIA KANSAS NEW JERSEY TEXAS 

1594 Southland Circle, N.W. 7th & Sunshine Road 165 Prospect Street 1515 Turtle Creek Blvd. 

Atlanta 18, Georgia Kansas City 15, Kansas Passaic, New Jersey Dallas 7, Texas 

SYcamore 4-2441 MAyfair 1-4418 PRescott 9-3610 Riverside 7-5191 

TWX AT 351 TWX KC KAN 1055 TWX PAS 1067 TWX DL 02 
EXxPORT—165 Prospect Street, Passaic, New Jersey, PRescott 3-5100, TWX PAS 1067 





phasize the positive. Sometimes we are 
so close to our telephone company that 
we fail to have enthusiasm in present- 
ing our position to the public. Never 
be apologetic for an improvement in 
service; take the enthusiastic, positive 
approach, letting the customer know 
that are giving him something 
which is not ordinarily available. The 
time has passed for using the “dear 
approach. 

Ever hear a telephone man say, “Oh, 


you 


subscriber” 


my company serves a rural community 
and they’re old home town folks. They 
wouldn’t appreciate fancy advertising.” 
Well, the truth is—‘“Them days are 
The advent of radio 
and TV and the movie and the glamour 
of full-page 


gone forever.” 


advertisements in 
our national magazines have sophisti- 


color 


cated the public, even in rural commu- 
nities, to the extent that they do not 
expect to get the “dear 
approach. 

In announcing a Direct Distance 
Dialing program, greater success is as- 
better reaction 
achieved, by accentuating the positive. 

What is recommended for a proper 
salutation of, Sub- 
On Apr. 8, your company will, 
etc., etc.,” is, “Now you can save time 
in making your long distance calls,” or, 
“For your convenience, telephone com- 
pany installs Direct 


subscriber” 


sured, and a public 


instead “Dear 


scriber: 


Distance Dialing 


I'm convinced Nationwide 


Direct Distance Dialing 


equipment.” Advertising agencies know 
that most of the public wants to have 
its opinion ready made and we can 
profit by keeping this in mind when 
planning our DDD literature. 


Employe Information 
Employe loyalty and morale cannot 
be cultivated overnight 
favorable public-utility 
DDD program affords 
to show the employe 


any more than 
The 
an opportunity 
that you want 
him to know what is going on in the 
company. 


relations. 


Although only five companies of the 
34 used employe information booklets, 
keep in mind the dual that 
these before ruling it out of 
your program. The employe can assist 
the customer education program by in- 
structing his family and friends in the 
proper use of Direct Distance Dialing. 
Also, if the employe bulletin presents 
the DDD program enthusiastically, he 
cannot help but brag about it to his 
friends and neighbors. This has the 
subtle advantage of placing him in a 
situation requiring favorable remarks 
his company, thereby at 
minimizing public griping about com- 
pany policies which many employes are 
prone to do. 


purpose 
serve 


about least 


They cannot easily brag 
about DDD and deplore the company 
in the same breath. 


| NATIONWIDE 


Your new telephone 


| direct distance dialing 
f 
1 AREA CODES 


jectory will list the most-trequently called 


cities ond their area codes. For example, Kansas City, Missouri orea 


code is 816 and Kansas City, Kansas area code is 913 The reo 


code will be us 
I be used by you, on station-te-station calls, te route your 


call to the correct area, os shown on the map 


'" your mew directory con be obtained from the operator! 


As shown on 
* shown on the map, Flora is located, as are mony other cities 
in southern illinois, in the "618" eree 


Tomorrow our advertisement will show you how these aree 


ore used in Nationwide Direct Distonce Dialing 


GENERAL TELEPHONE COMPANY 
OF ILLINOIS 


(Area codes not listed 


codes 


ee las 


A special bulletin to all employes 
about the DDD plan, even for a very 
small company, valuable. 
The larger companies schedule infor- 
mational meetings with employe groups 
to acquaint them with the DDD pro- 
gram. It is important to assure em- 
ployes that the DDD equipment will 
not put them out of a job. Traffic 
employes particularly may be appre- 
hensive about the advent of automatic 
ticketing. 

In most instances, where DDD equip- 
ment is installed, are 
eliminated; the DDD equipment is only 
used to preclude purchasing additional 
operator positions. It should be pointed 
out that high-quality personnel is dif- 
ficult to obtain and train these days, 
inferring, truthfully, that present em- 
ployes are of high quality and highly 
skilled, the 
fact is finding 
out 


will prove 


operators not 


and demonstrating cold 
which manager 
it is becoming increasingly diffi- 
cult to fill vacancies in the traffic de- 


partment. 


every 


Customer Instruction 
The notification and instruction of 
customers is the most important phase 
of the customer education program. 
The thought and care which go into 
preparing bill inserts and instruction 
pamphlets will be most significant in 

(Please 52) 


turn to page 


here’s how easy 
it is to dial a 


STATION-TO-STATION 
telephone 


FLORA, CLAY City, LOUISVILLE, XENIA and BIBLE GROVE 
for example: you ore calling Kansas City, Missouri 
GRand 2-1683 


Your new telephone directory lists the orea code for 
Kensas City, Missouri os 816 


1.DIAL 90 (nine zero) chwoys dial this number wh. 
ing Nationwide Direct Distence Dialing 


You wilt 


2.DIAL 816. This o ‘ode was assigned te that port of M. 
of Missouri ie 


which Kensas City, Missouri is located 


3.DIAL GR 2-1683 


The number you ore calling 


After you have completed Heling 


* the operator will ask 


Give YOUR telephone number to the operator ond 
be completed avtomatically 


you for your num 


your coll will then 


Fi 
‘OR CALLS TO NEARBY POINTS Your new telephone directory shows 


he 618 crea. Wt is not neces 
sory to di 
code fer station-to-station calls within the 618 oreo. meee 


if YOU DON'T KNOW THE TELEPHONE NUMBER 


Dial “0” tzen 
sk the operator te obtain it for you tan 


GENERAL TELEPHONE COMPANY 


pe OF ILLINOIS 
C 0 Alin Ointf Anaet Gist sittin tte 


General Telephone Co. of Illinois, Springfield, Ill. 


TELEPHONY 





ue Plant Man's Notebook 


BY RAY BLAIN, TECHNICAL EDITORIAL DIRECTOR 


E ARE INFORMED that recent 
technical developments made in 
television transmission may mean 
that world-wide television may be a 
reality in less than 10 years. Actually, 
it could be made available more quickly 
if there were a demand for the service. 
At the moment, however, the demand 
is not such as to tempt backers to spend 
the capital required to this 
service. 


develop 


Until recently, world-wide television 
would have been technically impossible. 
That day is past, however, due to a 
new development described by various 
terms, e.g.: “over-the-horizon 
mission,” “forward scatter transmis- 
sion” and “diffusion transmission.” Con- 
ventional signals travel in 
straight lines. In other words, they 
don’t follow the curvature of the earth 
but continue on into space. Networks 
send their signals across the United 
States by the use of coaxial cables or 
relay microwave towers spaced at com- 
paratively short distances to provide 
line-of-sight transmission. Obviously, 
it is impracticable to make use of such 
devices over the oceans to foreign coun- 
tries. 


trans- 


television 


Now come new developments in 
and receiving antennas 
which are the basis of ‘over-the-hori- 
zon” 


transmitters 
transmission. A signal of excep- 
tionally high strength is sent out. A 
few particles bounce back from a gase- 
ous “blanket” 5 to 10 miles above the 
earth. Most of the signal’s particles 
break through into space. 

However, some of the particles bounc- 
ing from the sky are caught and “col- 
lected” by an antenna, somewhat like 
a cup can catch and collect drops of 
water in a The signal then 
is boosted in strength and transmitted 
to television stations which broadcast 
the program. Although appallingly 
“wasteful,” the system does work. 


shower. 


This system operated to perfection 
recently when a couple of Steve Allen 
shows and a prizefight were beamed to 
us from Havana, Cuba, via Florida. 
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Edmond H. Leavey, president of In- 
ternational Telephone & Telegraph 
Corp., points out in The Exchange, of- 
ficial magazine of the New York Stock 
Exchange, that the same methods ap- 
plied in the 3- million-dollar Cuba - 
Florida link can be applied elsewhere. 
He is the one who predicts the possi- 
bility of world-wide 
years, or less. 
Although there great many 
problems to be before world- 
wide television could become practical, 
it is, nevertheless, a safe bet that this 
type of service will someday become an 
actuality. It is only a matter of time. 


television in 10 


are a 
solved 


We have a report of the “world’s first 
separate-screen TV” with a two-piece 
set. The 21-inch screen, mounted on 
a wooden base and equipped with a 
carrying handle can be moved about 
the room as desired. Movement is 
limited only by the 25-foot cord con- 
necting it to the set which 
the speaker and controls. 


contains 


Then it is also reported that within 
six months we may have a TV screen 
in every room, all slaves to one set. 
This forecast is made by Los Angeles 
Dimensional Pictures. Their new Wall- 
a-Vision consists of an 8-pound rec- 
tangular screen, wood framed and hung 
on the wall. 
electronic transistor circuit and a mix- 
ture of special gases; 


The screen contains an 


it is equipped 
with speaker, on-and-off and volume 
controls. It not have a channel 
tuner as it picks up only the image on 
the TV set to which it is wired. It is 
further claimed that these screens will 
cost less than $50 each. 


does 


We are in receipt of a copy of a 
book titled: “The Hawaiian Telephone 
Story” from Douglas S. Guild, vice 
president, operations, of that company. 
Seventy-five years ago this company 
was chartered during the reign of King 
Kalakaua. 


In the foreward, President J. Ballard 
Atherton makes the 
ment: 


following state- 


“It is indeed an honor and privilege 
to be president of Hawaiian Telephone 
Co.—the 13th person to hold that posi- 
tion—in the year 1958 as we reach our 
75th birthday. 

“The 1,645 men and women who, in 
many different ways, have a part in 
furnishing telephone service throughout 
the Hawaiian Islands, recognize the im- 
portance of this essential means of com- 
munication within the islands as well 
as from Hawaii to the rest of the 
world.” 

“We are proud of the past record of 
our company and look forward to new 
and greater achievements in the fu- 
ture.” 


This is a most interesting book. Both 
it and the Hawaiian Telephone Co., 
are a credit to the Independent tele- 
phone industry. 


Mrs. Leota I. Reed, chief operator 
at Benedict, Kan., for United Telephone 
Co. of Kansas, has written to say 
that J. B. Thornton, United company 
troubleman for four small exchanges 
nearby, recently was repeatedly sent by 
the Buffalo, Kan. chief operator to line 
number nine. Sometimes he found the 
line in working order, the story goes, 
but some subscribers continued to be 
unable to ring their operator. 

Finally the trouble was discovered 
close to a transposition. Four black- 
birds had hung themselves between the 
two wires. When their necks began 
the line shorted. 
Mr. Thornton’s comment: “It wouldn’t 
happen again in a hundred years.” 


to decompose, was 


We are informed by the Pacific Tele- 
phone Magazine that customers never 
enter a new food market now operating 
in Beverly Hills. Yet they often receive 
better merchandise than if they made 
their selections personally. Hazan’s 
Telephone Super Market, started in 
November 1956, is a new approach to 
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Powers-American presents the 


Series PM-1 


HYDRAULIC DERRICK 


and the Series 550 Line Body 






Another reason why 


UTILITIES EXPECT MORE FROM 


GCOWERS)/ Free 


UTILITY BODIES AND EQUIPMENT 








) 2 Op : ¢_ im OR =e 


2 4 OP. F— 
WITH EASE 


Vale Mm aalohs-\- Mu aal- tare 
sized loads to any 
oxo} iah lame tale) ol-ia-hdlale| 
Fl gomm dal-0 a> dot-i-lel— 
200 degrees 


Get set for savings! This new Powers-American team brings 
out the best in a line crew...really beats down operating costs. 


The powerful PM-1 ‘‘Pole-Master’’ gives you the kind of speed and 
Capacity you want for pole setting work and other man-sized lifting jobs. 
It will move loads to any point in an operating arc that exceeds 200 degrees 
..and the head sheave can be lowered to approximately 18” above the 
ground. Operation is controlled by a single lever. All the work is done by 
a single hydraulic cylinder and a single-drum winch. 


The new Series 550 Body—available with or without crew compartment— 
carries all the tools and supplies needed for routine or emergency 
work. Keeps things in order, too... easy to find in a hurry. 


Compare this new line team for design, quality and operating features. 
Then compare the down-to-earth price tag and you'll see why 
it’s such a truly outstanding unit for your operation. 


Take a minute right now to send for descriptive 
literature and price information! 


McCABE-POWERS BODY COMPANY 


5900 NO. BROADWAY -. ST. LOUIS 15, MO 
625 CEDAR ST. - BERKELEY 10, CALIF 







the business of telephoned and home- 


delivered grocery orders. It has no 
sales floor, only one frozen food case 
and one cash register. 


$30,000 weekly. 


Its sales gross 


They do no newspaper advertising. 
Weekly circulars go to some 3,000 cus- 
Another 5,000 copies are sent 
The cir- 
cular has the appearance of any super 
market’s full-page newspaper ad ex- 
cept that it lists more items. 


tomers. 
out to prospective customers. 


} crew of 10 
trained order clerks. In clear view of 
the clerks in the order room are copies 
of the circulars, and a blackboard on 
which are listed the daily specials, and 


Selling is done by a 


selling ideas. 


These order clerks are carefully se- 
lected after listening to them over the 
telephone. They must have a “voice 
with a smile.” It works, of 
the customers insist on talking to their 
favorite saleswoman. 


for many 


Before an order is filled it is checked 
by a Then it 
down a onto a 


supervisor. is dropped 
chute conveyor belt 
which carries it to the warehouse. Each 
order is assembled in its own shopping 
cart. In addition to regular grocery 
items, Hazan’s has a liquor department 
doing a million-dollar-a-year business. 
They sell mostly in case lots. 


Morris Hazan believes that his tele- 
phone super market, which many of 
his competitors thought was “doomed 
to failure” from the start, has several 
plus features other stores might well 
They 
ordering, no 


consider. are: Convenience in 
customer-parking prob- 
lem, no heavy bags to carry, no long, 
check-stand lines, top quality merchan- 
dise, personalized From this 
standpoint, other plus factors are: less 
produce spoilage, 
merchandise, 


service. 
easier handling of 
low-rent, warehouse op- 
eration, no costly fixtures, and 


check stand to handle all orders. 


one 


A nominal charge is made for de- 
livery and special handling of frozen 
meats. 


pay 


The customers are willing to 
this. Hazan’s presently caters to 
the upper middle class and “carriage” 
trade. This has proved profitable. He 
is also of the opinion that the tele- 
phone super market would operate suc- 
cessfully in the income 
areas. With his imagination and know- 
how in making the telephone work for 
him, he is making dreams come true. 


even lowest 


The cable supplied the Bell compa- 
nies by the Western Electric Co., in 
just one year contains 23 million miles 
of wire or enough to reach to the moon 
and back 47 times. 
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at 


at 


fant Man's 


By RAY BLAIN, Technical Editorial Director 


know what 


Q. We like to 


contact pressure is and how it is meas- 


would 


ured in the adjustment of relays. 


A. Contact 
of tension on 


pressure, or the amount 
relay springs, is meas- 
Since some relays have 
many springs and others just a few, 
each have a_ specified 
amount of tension when the relay is 
readjusted so that the relay will func- 
the electrical test 
have pressure ap- 


ured in grams. 


spring must 


tion properly on 


when all contacts 
plied. 

If a relay is adjusted properly to 
meet the specifications, it will usually 
Con- 
tact pressure is specified on a minimum 
However, it is desirable when 
readjusting relays to have as much 
tension as possible on various springs 


meet the electrical requirements. 


basis. 


consistent with meeting other require- 
ments. An effort should be made to 
distribute the tensions proportionally 
between the light and heavy spring 
combinations. The spoolhead springs 
should be tensioned so that they rest 
the the 
proper spring adjuster. 


against spoolheads, using 

Then tension on springs should be 
measured gauge that 
can be procured from your telephone 
supplier. The tension should be meas- 
ured when the armature is in its nor- 
mal position of rest. Springs tensioned 
against the spoolhead should register 
the required tension when the tang of 
the spring is lifted slightly off the 
spoolhead. When the contact of a 
spring is tensioned against the contact 
of opposite springs, the required ten- 
should be when the 
contact between the springs is broken. 
Springs tensioned so that their studs 
rest against adjacent springs should 
register the required tension as the 
stud breaks from the adjacent spring. 


with a _ tension 


sion registered 


Q. Please explain the term “contact 
follow” as used in relay adjustment. 

A. Contact follow is the movement, 
or travel, of the spring after the con- 
tact has been made, whether the relay 
is operating or releasing. This follow 
on all normally open contacts should be 


approximately 0.005-inch. The follow 
in all cases should be enough to cause 
the front contact to make when the 
relay is electrically energized on its 
specified operate, test, or readjust cur- 
rent, with a 0.004 gauge, for readjust, 
or a 0.003 gauge for test, inserted be- 
tween the stop pins and the core or 
between the armature and the 
when no stop pins are necessary. This 
follow important 
and should be met in all cases. 


core 


requirement is most 


Q. Is it generally considered desir- 
able to rake corner poles and, if so, we 
would like to know why is it necessary? 

A. In the old days, it was usually 
thought to be a good idea to rake corner 
poles by setting the butt of the pole a 
foot or so out of line. This was consid- 
ered necessary so that the strain of the 
guy would be placed on the butt of the 
pole and pushing down. 


It was found, however, that in some 
a heavy corner, the strain 
would cause the pole to bow in the mid- 
dle. Now it is common practice to set 
the butt of the corner pole in line, but 
then to pull the top of the pole, re- 
gardless of its length, about a foot out 
of line toward the anchor. The theory 
of this is that when the strain is 
placed on the guy, and the anchor and 
pole have settled, the top will be in 
line. 


cases on 


desirable to 


Oo. te & 


anchors to guy a pole line? 


use concrete 
We are 
anchor’ rod 


equipped with a large washer in the 


considering placing an 


ground and pouring concrete around it. 


A. We would not recommend this 
method as it would not prove econom- 
ical for a pole line. Poured concrete 
anchors are frequently used for guying 
steel towers, but it is believed that 
patented anchors now on the market 
will prove better and more economical 
for your purpose. Attempts have been 
made to use precast concrete anchors, 
but they have proved neither as eco- 
nomical nor as convenient to 
the patented anchors. 


use as 
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Michigan Holds 23rd Convention 


EW FACES, new service and a 
N new determination to serve the 
public weil highlighted the 23rd 
annual convention of the Michigan In- 


dependent Telephone Association at 
Grand Rapids on Sept. 10 and 11. 


Presiding at the meeting was C. Regi- 
nald Smith, vice president of the Port 
Hope Telephone Co., who was elected 
president of the association to succeed 
Don K. Carlson, manager of the Mor- 
Home Telephone Co., who has 
given the association outstanding lead- 
ership during the past year. 


Mr. Smith, for many years, was 
controller of the Albion (Mich.) Steel 
Products Co., and has been chairman of 
the convention committee of 
International. 


enci 


Rotary 


Otis M. Smith, chairman of the Mich- 
igan Public 
dressed the convention, exploring prob- 


Service Commission, ad- 
lems of the commission and telephone 
companies from a regulatory viewpoint. 
Mr. Smith is probably the youngest 
man to have been chosen chairman of 
the state utility commission. 


In reporting to the convention on the 
association’s activities during the year, 


By Charles D. McLellan* 


Don Carlson, of 
Morenci, retiring 
president, gives 
his report. 


commended 
the members on their sincerity of pur- 


retiring President Carlson 
pose in meeting and handling problems, 
and in fulfilling obligations to meet the 
public’s demands for improved service 


in their territories. He urged his lis- 


teners to a renewed dedication to the 


Ilan 1s executive secretary of the Mict 
nt Telephone Asso f 


Ferry B. Allen, 
assistant vice pres- 
ident, Michigan 
Bell Telephone 
Co., speaking on 
“Our Partnership 
in Michigan Com- 
munications.” 


high standards of service which have 


marked the past year. 

Association members displayed keen 
interest in a talk by Al Spry, Howard 
City, who “Direct 
practical 


spoke on Distance 
His 


area of 


Dialing.” experience in 


this the industry which ulti- 


mately may be a very immediate con- 
cern of all companies was revealing to 


the audience. 


Mr. Spry expressed his appreciation 
to the suppliers and connecting com- 
their 
in working out the problems of Direct 


panies for excellent cooperation 


Distance Dialing among Independents. 


Speaking on the subject, “Rates, 
Financing After Dial,’ R. J. Schafer, 
of Pinconning, related the experiences 
of his company and pointed out that 
“it is going to take our best thinking 
to maintain and increase our stature.” 


He explored the problems that follow 
a conversion and emphasized that mem- 
bers should be aware of the fact that 
even if they have adequate financing 
for conversion, they must expect that 
after 
conversion will make additional financ- 
ing a “must,” and he urged that plan- 
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increased demands for service 





these 
undertaken immediately. 


ning to meet new demands be 


Mr. Schafer explained how demands 
for new PBX 


secretaries 


installations, electronic 
fol- 
conversion and 
suggested that the members give addi- 
tional thought to the problems of low 
rates in neighboring companies and of 
depreciation based on obsolescence. 


and paystations have 


lowed his company’s 


“Our 
Communica- 


In opening his discussion of 
Partnership in Michigan 
Ferry B. Allen, assistant vice 
president of the Michigan Bell Tele- 
phone Co., lauded the efforts of Bert 
Brandt who is retiring as head of the 
Bell-Independent 
(Grant Iler, Bell 
Gratiot division has 
been appointed to succeed Mr. Brandt.) 
Noting that Michigan’s Independents 
rank with the best in the country, Mr. 
Allen 
all telephone companies in better serv- 
ing their that 


consolidation 


tions,” 


Relations Group. 
former Michigan 


superintendent, 


identified areas of challenge to 


customers. He 
Independents 


urged 
conside} 
where possible, citing the benefits of 


unification as: 


Ability to secure capital for improve- 
ments more easily. 

Faster restoration of service follow- 
ing storms. 


The ability to attract trained person- 
nel in management positions. 


Mr. Allen the problems 
which, on a day-to-day basis, the Inde- 
pendents and Michigan Bell experience, 
stating that long-range, joint planning 
was needed. 

Otis M. 
Michigan 


discussed 


Smith, the 
Public Commission, 
in his talk, explained the various func- 


chairman of 


Service 


tions of the commission and urged that 
those of the telephone industry who 
felt they had problems, should realize 
that they were not as complex as those 
faced by the trucking industry. 

In emphasizing the need for the tele- 
phone industry and commission to have 
a clear understanding of service com- 
plaints, the commissioner reviewed the 
complaints with which the agency has 


been concerned during the past year 
and cited examples of the manner in 
which complaints of various types were 


resolved. 


Mr. Smith pointed out the fact that 
understaffing has resulted in a docket 
situation that is hampering the effec- 
tiveness of the commission and urged 
that association members acquaint their 
legislators with the problem. 


He also emphasized the need for 
careful preparation and thorough pres- 


entation in filing for hearings. 


John Climax 
Telephone Co., gave the convention a 
good practical the 
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Collver, owner of the 


understanding of 


Subscription Rate Increase 


We regret that it is necessary to place in effect, on Jan. 1, 1959, an 


increase in our subscription rates, but it is imperative that we do so to 


cover higher printing and material costs (brought about primarily by the 


increased size of our weekly issues) and the recent increase in postal 


rates. 


(This will be the third increase in our subscription rates in 49 


years—the first being in July, 1951 and the second in January, 1957). 
Therefore, effective Jan. 1, 1959, a slight increase will be made in our 


rates, which will apply to all subscriptions expiring after Dec. 31, 1958. 


The new rates are as follows: 


U. S. and Countries in U. S. Postal Zone 


l-year subscription 
2-year subscription 
3-year subscription 


Canada & Pan 


l-year subscription .............. 


2-year subscription 
3-year subscription 


l-year subscription 
2-year subscription 
3-year subscription 


Single copies 
Special issues 


( 8.6c 
6.7¢ 
5.8e¢ 


issue) 
issue) 
issue) 


American Countries 
Serre 


issue) 
issue) 
issue) 


(12.5¢e 
(10.6 
( 9.6¢ 


30c each 


15c each 


issue) 
issue ) 
issue) 


11.00 


Group Rates 
All special group subscription rates will be increased by 50c a year per 


subscription. 


problems he has experienced since 1950 
in the use of underground facilities in 
the Climax plant. 

By use of graphs, he outlined the 
cost factors and troubles and concluded 
that 
cated that only half as many troubles 
were handled in his buried plant as in 
the aerial plant. He implemented his 
discussion with a demonstration of the 
various types of wire that are currently 
available for underground installation. 


experience in his situation indi- 


Robert Coffman, general traffic man- 
ager of General Telephone Co. of Michi- 
gan, spoke on the topic, “The Future 
of Our Business.” Within a framework 
of predictions covering both population 
trends and station growth for Michigan 
through 1993, Mr. Coffman discussed 
mark-sensing of customer toll tickets. 
“It might be that the smaller Independ- 
ents would find it economical eventually 
to take advantage of a 
billing procedure when mark-sensing 
has been established,” he said. 


centralized 


The association elected the following 
directors: K. W. Benckert of Muskegon; 
Edward L. Cadwell of Levering; Don 
K. Carlson of Morenci; John W. Coll- 
ver of Climax; John R. Fox of Waldron; 
L. W. Reynolds of Ontonagon; K. B. 
Sage of Central Lake; John L. Sattler 
of Cedar; Russell J. Schafer of Pin- 
conning; C. Reginald Smith of Port 
Hope, and P. E. Taylor of Pickford. 

Arthur Nickless of Millington, was 
also elected a director to succed T. A. 


Saunders 
expired. 


The directors elected the following 
officers: President, Mr. Smith; first vice 
president, Mr. Collver; second vice pres- 
ident, Mr. Reynolds; Mr. 
Benckert; assistant treasurer, Glenn 
Swartzlander of Muskegon. Charles D. 
McLellan 
secretary. 


of Muskegon, whose term 


treasurer, 


of Lansing, is executive 


Bell Labs Names H. W. Bode. 
J. A. Morton, Vice Presidents 

Bell Telephone Laboratories has an- 
nounced the election of Dr. Hendrik W. 
Bode and Jack A. Morton as vice presi- 
dents effective Oct. 1. 


Dr. Bode, formerly director of re- 
search in the physical has 
been with Bell Laboratories since 1926. 
He will have 
dential posts devoted to the develop- 
ment of military items. He succeeds 
J. P. Molnar, who was recently elected 
president of the Sandia Corp. and vice 
president of Western Electric. Sandia 
is a subsidiary of Western Electric. 

Mr. head a 


devoted to device development, including 


sciences, 


one of two vice 


presi- 


Morton will new sector 


transistors, electron tubes, and elec- 


tromechanical devices. 
Bell 
formerly 


Associated with 
Laboratories since 1936, he was 
device 


director of develop- 


ment. 
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Smart Telephones...Designed for 


TYPE 8O DESK TELEPHONE 


All the Features 
Your Subscribers Want! 


Automatic’s famous Type 80 Telephone combines 
beauty with function. It’s the perfect companion 
for today’s modern furnishings. Just right for fam- 
ily rooms or any other room in the home. 

Subscribers like the Type 80 Telephone—not 
only for its beauty, but for its other features, too. 
They like the life-like transmission and the clarity 
the Type 80 provides. They like the choice of 10 
decorator colors. And, the lighter handset, because 
it’s easier to use. 

Use the Type 80 to earn extra revenue for you. 
To place your order, contact your A.E. salesman 
or write: Automatic Electric Sales Corporation, 
Northlake, Illinois. Telephone: Fillmore 5-7111. In 
Canada, Automatic Electric Sales (Canada) Lid., 
185 Bartley Drive, Toronto 16. 


AUTOMATIC ELECTRIC < 


TYPE 83 COMPACT TELEPHONE 
Mounts on Any 
Vertical Surface! 


Automatic’s Type 83 Compact Telephone mounts 
on any vertical surface—wall, column, side of desk, 
etc. Saves valuable working space on desk and 
table tops. Requires only 7” x 314” for mounting. 

Type 83 Telephones give your subscribers fa- 
mous Type 80 transmission. And, you don’t have to 
worry about stocking special parts—this phone uses 
standard components! There’s a choice of 10 beau- 
tiful colors, too: Gardenia White, Camellia Pink, 
Forget-Me-Not Blue, Sand Beige, Garnet Red, 
Jade Green, Classic Ivory, Dawn Grey, Sunlight 
Yellow and Turquoise. 

For complete information on all Automatic Elec- 
tric telephones, write for our new Telephone Cat- 
alog. Ask for Circular 4055-G. 
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Modern Living by Automatic Electric 


TYPE 82 DIAL-LIGHTED TELEPHONE 


You See the Dial 
in the Dark! 


With Automatic’s new Type 82 Dial-Lighted Tele- 
phone, your subscriber can actually dial in the 
dark! Letters, numbers and finger-holes on the dial 
are lighted. An added convenience for which your 
subscriber will gladly pay extra. 

Now your subscriber can make calls in darkness 
or twilight without groping for the right finger 
holes. And, when the phone rings at night, the 
light leads him right to it. Users tell us that the 
Type 82 is a handy directional guide in a dark 
room, too. 

The Type 82 Telephone has all the famous Type 
80 features—plus a lighted dial! And, it’s available 
in any of our 10 attractive colors. Ask your Auto- 
matic representative about the Dial-Lighted Tele- 
phone. He’ll be glad to give you all the details. 


AUTOMATIC ELECTRIC 


| 
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subsidiory of GENERAL TELEPHONE | 


TYPE 90 WALL TELEPHONE 
Saves Space in 
Kitchen or Hall! 


The smart, functional design of Automatic’s Type 
90 Wall Telephone really pleases the ladies! And, 
since modern homes are getting smaller—counter 
and table space is at a premium. As a result, a 
space-saving wall telephone is the perfect answer 
for today’s young homemakers. 

Type 90 Wall Telephones offer a “wrap-around” 
cradle—on the side of the phone—so it’s almost 
impossible to knock the handset off the hook. In- 
stallation is easy, too. You can get the complete 
story on Type 90 Wall Telephones from your Auto- 
matic representative. Address: Automatic Electric 
Sales Corporation, Northlake, Illinois. Or call, 
Fillmore 5-7111. In Canada, Automatic Electric 
Sales (Canada) Ltd., 185 Bartley Drive, Toronto 16. 
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ORDS ARE LIKE 


someone sagely said, the 


sunbeams, 
more 

you concentrate them the deeper 
they burn. How true this is! How true, 
too, the fact that you cannot erase the 
spoken word. Once it is spoken, it is on 
its merry way—on the way to make a 
friend or to lose one; to encourage, or 
to tear down a reputation. 

A number of years ago the writer 
was invited to join a card club. Re- 
calling past experiences, she was of a 
mind to and 
stated, “I am happy to join your group 
and will remain as a member as long 
as we ‘play cards’ and 


decline but reconsidered 


refrain from 
indulging in gossip.” The writer is still 
a member, which speaks for itself. 

We have a wondeful time wheneve: 
we get together when a 
is absent, she have to 
that she will be discussed during her 
She knows this will not 
happen. We chatter, laugh, and banter 
one another, and have as much fun as 
any group have but 
never at anyone else’s expense. 

Words on the 
damage, 


and membe? 


doesn’t worry 


absence. 


could possibly 


loose! How they can 
chew up, tear apart, 
how they can 


rip a 
reputation; or 
lift up, elevate! Simple spoken words, 
uttered on the spur of the moment can- 
not be They leap at 
hearts, 


inspire, 


erased. 
their 
brains, leave a good thought, or 
a bad one. 


people, 
thei 
bury 


penetrate pierce 


It is wise to be a good listener first, 


a good talker second. Then it will not 
be necessary to say, “I wish I hadn’t 
said that!” We cannot learn when our 
mouths are working. We learn when 
our ears are working and our mouths 
are wise to 
If we 
it looks, we 


After the 
they 


closed. Sometimes it is 
write a thing before we say it. 
do not like the 


erase it on 


way can 
paper. 


spoken, 


words 
have been cannot be 
erased. 

In working with people, as we in the 
telephone industry do, each individual 
has a responsibility to get along with 


his co-workers, whether we are 
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work- 


me Operators Corner 


By MAYME WORKMAN — TRAFFIC EDITOR 


ing at the switchboard or serving in a 
supervisory capacity. The company is 
justified in expecting each employe to 
do a satisfactory job, and this can only 
be accomplished when all employes work 
together as a team. One disgruntled or 
unfair employe can upset the apple cart 
and make working conditions unfavor- 
able. 


As human beings, all of us hunger 
for a word of Mark Twain 
is credited with saying, “I can live for 


praise. 


two months on a good compliment.” 

Every normal 
cretly, to be 
ciated. It is a 
to all of us. 
good 


person yearns, se- 
appre- 


common 


recognized and 
human trait 
Whenever we recognize a 
deed, a job well done, or a 
thoughtful act of our 


show 


fellowman, and 
word of 
praise, the life of each is made a little 
happier and richer. 


our appreciation by a 


When properly used, honest and sin- 


cere praise wonder-working 


possesses 


powers: 


(1) It helps to win and hold friends. 

(2) It 
thusiasm. 

(3) It 
efficiency. 

(4) It promotes happiness and good 
fellowship. 

(5) It 
loyalty. 


stimulates interest and en- 


encourages cooperation and 


increases self-confidence and 


(6) It stimulates a feeling of impor- 
tance and self-respect. 

(7) It is a remedy for some of the 
ills and discouragements of life. 


If honest and sincere praise can ac- 
complish 
it more 


so much, why don’t we use 
often? Chief 
other supervisory personnel have many 
opportunities to 
praise to 


operators and 
express a word of 
their depart- 
If praise does so much for an 
individual, it will definitely result in 
better work performance; an objective 
which is in the heart of each chief 


operator or supervisor who is interested 


employes in 
ment. 


in her job. 


In the busy world, we are so absorbed 


in our work, our hobbies, our joys and 
pleasures, we often overlook those sim- 
ple things which bring big pleasures 
and They are the 
consummation of many little pleasures 


great happiness. 
and deeds of kindness bound together, 
as a loaf of bread is many crumbs in 
the aggregate. 

In our search for happiness, which 
we are all 
that 
finding joy 


well to re 
happiness is the art of 
and satisfaction in the 
little privileges of life; a quiet hour in 


seeking, it is 
member 


the sun, instead of a faraway journey; 
a little outing in the nearby woods, in- 
stead of long trips away; an hour with 
a friend, extended visit 
with relatives; a few pages of a book, 


instead of an 


instead of hours of reading at a time; 
a flash of beautiful 
flower, a passing smile, a kindly word, 
a little gift bestowed anonymously, a 
little thoughtfulness here and there as 
the days slip by, a telephone call to 
a shut-in. These are the 
happiness. 


sunset, a single 


crumbs of 


Life can be 
happy- 


beautiful, inspiring and 


if we make it that way. 


Traffic Questions 

(1) In reaching the called party, if 
the operator receives a report that he 
is not 


registered, how should the op- 
erator proceed? 
(2) When the 
request to page a called party when a 
report 
tered, how should she proceed? 
(3) If an 
apartment telephone is busy, what ac- 
tion should be taken by the operator? 


(4) In attempting to reach the 
called party, if the PBX attendant at 
the called telephone asks the operato) 
to hold the line, what is taken 
by the operator? 


operator receives a 


is received that he is not regis- 


extension or room or 


action 


(5) Should the line 
procedure be used on extension 


regular busy 
busy 
calls? 


(Answers are pre sented on page 60) 
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Get as “rough” as 
you want with 


truly concentric 


Copperply’ 
wire! 


Even the most severe usages 
known cause no measurable 
deterioration of the copper 
coating on Copperply Wire. 
This is both field and labora- 
tory proved! 

Shown here, for example, are 
standard wrap test specimens. 
Despite this extreme bending, 
neither microscopic examina- 
tion nor ferroxy] testing show 
any hint of coating fracture 
or porosity. 

You may well ask why. 
For one thing, the National- 
Standard electroplating process 
provides a homogeneous, high 
density coating... and, regard- 
less of wire size, the maximum 
variation in copper thickness is 
less than 1% of diameter! 

Copperply wire, offering you 
unmatched uniformity and 
service life, is available in High 
Strength and Extra High 
Strength grades, either 30% or 
40% conductivity, and in all 
standard sizes from No. 5 to 
No. 18 AWG, and on reels in 
continuous non-welded lengths 
up to 1000 pounds. 

Write National-Standard, 
Niles, Michigan, for compre- 
hensive Data Bulletin 202. 


NATIONAL =) STANDARD 


DIVISIONS: NATIONAL -STANDARD, Niles, Mich.; tire wire, stainiess, music spr and plated wires, flat and tubular braid and wire cord 
WORCESTER WIRE WORKS, Worcester, Mass.; music spring. stainiess and plated wires, high and ow on speciaities + REYNOLDS WIRE, Dixon, Iil.; ndustria/ wire cloth 
WAGNER LITHO MACHINERY. Secaucus, N. J.; meta/ decorating equipment + ATHENIA STEEL, Clifton, N. J.; Mat, high carbon spring stee/s 





New York Independent Gets 
$75,450 Rate Increase 

The New York Public Service Com- 
mission has approved a rate 
for the Columbia & Rensselaer Tele- 
phone Chatham, effective Oct. 1. 
The rates will produce about $75,- 
450 in additional annual 


The company serves approximately 
6,400 stations through automatic offices 
in Chatham, Ghent, Lebanon 
Nassau, Old Chatham, 
Petersburg, 


increase 


Corp., 
new 


revenue. 


Springs, 
Chatham Center, 
Stephentown, East Chat- 
ham, Spencertown and West Lebanon, 
and through a 
Berlin. 


In filing its new 
reported that its 
for the next 12 months will exceed 
those of 1957 by more than $67,500 
and that additional revenue is needed to 
enable it to continue adequate 


manual exchange at 


tariff, the 
operating 


company 
expenses 


service. 


Old and new rates for all exchanges 
except Berlin are as follows: 
Pag New 
$5.50 
residence = E 3.50 
business 8.00 
business 6.50 
business 3.75 5.50 


One-party residence 
Party-line 
One-party 
Two-party 
Party-line 


Berlin rates are as follows: 


Old 
One-party residence $3.00 
Party-line residence 
One-party business 
Two-party business 
Party-line business 


QO. Company Incorporates 

Not-for-profit articles of incorpora- 
tion were approved on Sept. 13 by the 
Ohio Secretary of State for the Olena 
Telephone Co., Inc., which is located 
Norwalk. Incorporators are Nel- 
son Parker, Otto Ruess, Frank Sala- 
bank and Anthony Nosack. 


near 


OK Paystation Raise in Pa 

The Pennsylvania Public Utility 
Commission has approved the request 
of the Middlecreek Valley Telephone 
Co., Selinsgrove, to increase rates for 
paystation calls to 10 cents. The in- 
crease is expected to bring in $960 
more in annual revenue. 
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General of Southwest Seeks 
Rate Increase in Arkansas 


General Telephone Co. of the South- 
west on Sept. 23 asked the Arkansas 
Public Commission for a rate 
increase of about $422,000 a year. 

The General company said its exist- 
ing rates produced $1,096,219 on the 
Arkansas system in the year ended 
June 30. The company said this was 
lower than the 6 per cent earning rate 
allowed by the commission. 


Service 


The General company said it had 25,- 
155 subscribers in the Arkansas 
tem as of June 30. 


sys- 


The company revised its rates in 1952 
and again in 1955. It told the com- 
mission that rising costs as well as the 
expansion of the Arkansas system had 
made the proposed increase necessary. 

General of the Southwest listed the 
investment value of its entire plant at 
$90,080,927, $6,891,295 in 

Arkansas. 


including 


Indiana Commission Approves 
Sale of Six Companies 
Smithville Telephone Co., Inc., El- 
lettsville, recently 
Public Service 


Indiana 
Commission authority 
to purchase six companies which had 
been in receivership (TELEPHONY, 
2). The companies are: 
Telephone Corp., Lyons; Griffin Tele- 
phone Corp.; Hymera Telephone Co.; 
Lizton Telephone Co.; Goldsmith Co- 
operative Telephone Co.; and the 
Sharpsville Telephone Co. 

The new owner plans a program of 
rehabilitation. The companies 
formerly owned by Max Hosea. 


secured 


Aug. 
Greene County 


were 


Okla. Company Incorporates 

The State Telephone Co., 
Oklahoma City, Okla., has been granted 
a charter of incorporation, it 
ported recently. Incorporators are Er- 
Alpern, Delmer L. Stagner and 
Tapp of Oklahoma City. 


Sooner 
was re- 


win 
Mike 


Cincinnati Bell Asks Lien OK 
Bell Tele- 
Securities & 
register 25 


Cincinnati & Suburban 
phone Co. has asked the 
Exchange Commission to 


“Courts and Commissions 


million dollars worth of 
tures, due Oct. 1, 19938, 
on Sept. 30. 


35-year deben- 


it was reported 


Kan. Company Asks Raise 
To Cover Inereased Tax 

The Rural Telephone Service Co., 
Lenora, has filed an application with 
the Kansas 
asking for a 


Corporation Commission 


25-cent increase on all 
classes of 
Sept. 16. 

The 


necessary to 


service, it was reported on 


raises were described as being 


meet expected tax in 
creases. 

Carroll Nelson, 
1958 valuation of 
for the 


tion 


stated the 
established 
Kansas Valua- 
Department will mean a tax in- 
than $16,000. The valu- 
is nearly six times as high 
1957 valuation. 


Mr. Nelson said 


tions and 


manager, 
$299,675 
company by the 
crease of more 
ation figure 
as the 


that 
improvements 
justified some increase 
“nothing like the 


installa- 
1958 
in valuation but 


new 
during 


amount established.” 


Present monthly rates are as follows: 


One-party business 
One-party residence 
Four-party residence .... 
Rural 


Bell of Pa. Asks Raise for 
Pocket Signal Receivers 
The Bell of Pennsyl- 


vania on Sept. 19 proposed to raise the 
$5.00 a month 


Telephone Co. 


charge to $7.50 for 
pocket signal receivers used only in its 
Allentown 
-rimental basis, effective 


But Bell said in filing the 
with the 
Commission 


“mobile service” area on an 


expt Nov. 16. 


requested 
Public 
would re- 


increase Pennsylvania 
Utility that it 
place batteries in the receivers without 
charge. Subscribers now must pay for 


the batteries costing about $2.00 each. 
The pocket 
started Nov. 15, 
to-year 
permission to keep the 
effect until Nov. 
There are 97 
receivers in the 


receiver service was 
1955, and continued on 
Bell requested 
experiment in 


15, 1959. 


a year- basis. 


subscribers 
Allentown 
the basis of that number 


using 124 
area. On 


Bell 
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No. 2 of a series... 


One of the most exacting responsibilities in devel- 
opment engineering is that of devising equipment 
which will closely simulate service conditions in a 
controlled laboratory environment. in the field of 
conductor and cable fittings, this poses a particularly 
complex and important problem. Ordinary down-guys, 
boom-pendant cables, bridge cables, and other similar 
installations encounter a rather complex combination 
of tension, torsion, et, and vibration. These 
forces acting simu us 
unpredictable stress cont d 
lend itself to experimentation using conventional 
equipment. The cyclic impact machines at the 
formed Research and Engineering Laboratory were 
created by PLP engineers to gain a better under- 
Standing of the éffects of these combined forces on 
cable fittings of all types. 


Research and Engineering... 


You can look up T 


another reason why... 


Cleveland 


| represent a severe and 


moment 
of 
tension 


REPEATED 
600 TIMES 
AN HOUR 


to prove the 
relentiess holding 
power of 


PREFORMED 
DEAD-ENDS, 


CLEVIS DETAIL 


The equipment incorporates a pivoted beam which 
is raised and dropped automatically by a system of 
pneumatic pistons and linkages to obtain desired static 
and dynamic loads in the attached test specimen. 
Resultant forces are continuously monitored during 
the load cycle with multi-gage strain cell instrumen- 
tation. Once programed, the machine is regulated to 


‘cycle continuously and automatically shut down when 


major physical changes occur in the test specimen. 
This unique equipment makes possible one of many: 


‘rugged test phases in a continuous program which cor- 


relates accelerated laboratory testing with field service 
experience toprovide cable fittings of proven _ 


Jon ke ? hte. Vice President 
. Research and Engineering 


a 2 


PREFORMED LINE PRODUCTS COMPANY « 5349 St. Clair Avenue, Clevelond 3, Ohio. Cable: Preformed- reo oe 


manufacturer of armor rods, dead-ends, Guy-Grip dead-ends and other line accessories. 


2% Made in accordance with or for use under Patent No. 2,761,273; other patents issued and pending. 
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‘‘Super-Splice’’ makes splices 
waterproof . . . from inside out! 

Sealed at one end, this plastic 
splice sleeve is filled with an 
insulating and waterproofing 
compound.* 

Economical ‘‘Super-Splice,”’ a 
Superior exclusive, makes the 
splice permanently as good as the 
cable . . . yet it can be re-entered 
easily. The compound never 
hardens or oozes out no matter 
what the temperature. 

Prevent leakage currents and 
breakdowns in the presence of 
moisture... good for 25,000 v.d.c. 


Order ‘‘Super-Splice’”> NOW! 
*A Dow-Corning silicone compound 


An REA Standard. 


“Super-Splice”’ 

is available for use 
with straight, butt 
or bridge splices. 


For further information on economical 
"'SUPER-SPLICE”, write 


SUPERIOR 
CABLE 


SUPERIOR CABLE CORPORATION 
Hickory, North Carolina 


estimates that the increase would pro- 
duce $3,720 more annually. 


Chief reason for the boost, the com- 
pany that maintenance costs 
are substantially greater than antici- 
pated. The company pointed to 
“uncertainty of costs, technical prob- 
lems and other factors encountered” in 


said, is 


also 


the experimental service. 

The receiver can be 
pocket or Operating on a 
microwave principle, it makes an audi- 
ble signal to tell the user he should 
get to a contact the 


carried in a 
automobile. 


telephone and 
mobile operator for a call. 


Approve Surcharge for EAS; 
Authorize Sale in Minn. 

The Minnesota Railroad & Ware- 
house Commission on Sept. 29 approved 
an added surcharge, to cover expanded 
EAS service, to rates of the White 
Rock exchange of the G. O. Miller Tele- 
phone Co., Goodhue, and of the Cannon 
Falls exchange of the Minnesota Tele- 
phone Co., Minneapolis. 


For many 
have 


years, both companies 
maintained extended area _ serv- 
ice through two iron wire circuits. Be- 
cause of an increase in the volume 
of calls, enlargement of facilities to 
six two-way trunk circuits will prove 
necessary. This added plant will total 
$6,422 for the Minnesota company and 
$9,150 for the G. O. Miller company. 


To cover this increased investment, 
the commission has approved the fol- 
lowing monthly surcharge to present 
rates for Cannon Falls subscribers: 


One-party business 
Two-party business 
Multi-party rural business 
One-party residence 
Two-party residence 
Four-party residence 
Multi-party rural residence 


The commission also approved a sur- 
charge of 40 cents per month to each 
subscriber of the White Rock exchange 
to cover this improved service. 

The two 
1,692 stations. 


exchanges together have 


Also in Minnesota, the commission on 
Sept. 29 approved the sale of Andrew’s 
Telephone Hawley, to the Red 
tiver Rural Telephone Association, Ab- 
N.D. The Andrew’s com- 


pany serves 57 stations. 


Co., 


ercrombie, 


Order N. Y. Bell to Permit 


Community TV Wires 

The New York Public Service Com- 
Oct. 1 ordered New York 
Telephone Co. to enter into a contract 
with Antenna Systems Corp. of Mas- 
sena, which will permit the latter to 


mission on 


attach 
munity antenna system in 
Massena to the New York company’s 
poles (TELEPHONY, June 7). 


wires for its proposed com- 


television 


The ruling stems from a complaint 
filed by Antenna Systems and is based 
upon a that the 
discrimination in 
refusing to permit the complainant to 
attach its wires to the company’s poles 
in Massena, N. Y., under the standard 
contract which it has made with other 
community antenna systems.” The N. 
Y. company was given 60 days in which 
to file with the commission proof of 
compliance with the Oct. 1 order. 


determination com- 


pany “is guilty of 


In its complaint, Antenna Systems 
Corp. charged that the New York com- 
pany discriminated against it in refus- 
ing to allow it to attach its television 
antenna wires to telephone poles de- 
spite the existence of similar arrange- 
ments with companies providing simi- 
lar services in other communities 
throughout the state. 

Community antenna systems are in- 
stalled by private 
where 


concerns in 
reception 1S 


areas 
unsatis- 
factory for large numbers of persons 


television 


due to problems of terrain or distance. 
These provide master antenna service 
to subscribers throughout the commun- 
ity served on a monthly fee plus in- 
stallation charge basis. 


At a public hearing on the matter, 
it was testified that there are now 
about 30 community antenna systems 
in operation in New York and that 13 
of these are serviced by wires attached 
to New York Telephone Co. poles under 
provisions of contracts between their 
representative owners and the company. 


Although the Massena concern was 
the only formal complainant in the 
proceeding, it was testified that the au- 
thority it seeks is also being requested 
which similar 
installations in Herkimer, Ilion, Little 
Falls, and Mohawk. A brief in support 
of the 
was filed by attorneys representing an- 


by companies propose 


Massena company’s complaint 


Bainbridge, 
Ithaca, Olean, 
Oneonta, Painted Post, Saranac Lake, 
Wellsville, and other 
throughout New York. 


tenna system concerns in 
Cooperstown, Corning, 
communities 


Telephone company witnesses con- 
tended that the commission lacked jur- 
They 
also stated that after the company had 
contracted with concerns already oper- 
ating antenna systems, it had reversed 
its policy and was not only not grant- 
ing new contracts but was considering 
the non-renewal of existing contracts at 
the time they expire. The company 
also that maintenance 
result from the presence of an- 

distribution wiring on 


isdiction to consider the case. 


argued prob- 
lems 


tenna system 
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PTGE ROCK — agate uTTy note 


1 in 35,000,000 


How the telephone switching 


system sorts numbers in seconds 


When you dial out of town, the telephone switching sys- 
tem performs an amazing feat. It sorts out the one other 
number in 35 million you want, and connects you to it in 
seconds. The other telephone may be thousands of miles away. 


Bell Laboratories engineers endowed this great switching 
network with almost superhuman capabilities. As you dial, the 
machine listens, remembers, figures out the best route, makes 
connections, alerts, reports, even corrects itself. If it detects 
trouble on the way, it files a report, then chooses other circuits 
and goes on to complete your call. All you are aware of is the 
end product—the completed call. 


EW HAVER, CONNECTICUT wsovemeer. »*" 


Yet at Bell Telephone Laboratories, switching engineers 
see the present system as only a beginning. Ahead they see— 
and are developing—new systems vastly more flexible and 
capable than today’s. Nowhere in telephone technology is the 

PHOENIX JANUARY 1956... challenge greater. Nowhere are dreams coming true faster. 


BELL TELEPHONE LABORATORIES 


WORLD CENTER OF COMMUNICATIONS RESEARCH AND DEVELOPMENT 


Sajna igang apnea 
IND 1T PAST IN THE YELLOW PAGES — 


DENVER JULY 1988 


These Bell Telephone System directories 

5 : list some of the 35,000,000 telephones now linked 
by the Direct Distance Dialing system 
developed at Bell Laboratories. In seconds, 


this unique machine sorts out and connects 
you with precisely the number you want. 
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poles used for its own telephone wires. 


In directing the telephone company 
to contract with the Massena firm, the 
commmission adopted an 


Spencer B. 


opinion by 
Commissioner Eddy in 


which he said: 


“Taking the telephone company’s 
proof at this greatest value, while 
it may show some operating inconven- 
ience and might be sufficient to justify 
the company’s present position were 
the matter one of business judgment 
only, it does not establish any impair- 
ment of telephone service requiring that 
such attachments be barred.” 


Commissioner Eddy noted also that 
hearing indicated that the 
New York company had offered to in- 
stall its for the 
concern make them available 
for operation by the latter. Antenna 
Systems officials said, however, that the 
the had pro- 
posed for such service would have been 


evidence 


own wires Massena 


and to 


charges which company 


excessive. 


In his opinion, Commissioner Eddy 
said: 

The conclusion is inescapable that, 
if the telephone company itself had 
here engaged in a similar undertak- 
ing, it would have been a_ proper 
adjunct of its telephone and 
would have been not only within the 
provisions of its charter but subject 


service 


to our complete regulation. The com- 
pany in the past, instead of furnish- 
ing all the facilities which it legally 
could do, saw fit to permit others to 
engage in the rendering of such serv- 
ice by the use of some of its facilities.” 

“Having generally 
of its facilities to be used for such 
purposes, it cannot discriminate and 
must offer to the complainant the same 
facilities which it has previously offered 
to others. In other words, the com- 
pany, having voluntarily permitted the 
use of its poles by a substantial num- 
ber of community antenna systems— 
in effect an adjunct to the service it 
renders—cannot discriminate between 
whom it may serve.” 


permitted part 


Pa. Supreme Court Rules 
Against Relocation Payments 
Pennsylvania’s Supreme Court ruled 
on Sept. 29 that public utilities through- 
out the the cost of 
relocating when neces- 


state 
their 
sitated by the construction of bridges 


must pay 


facilities 


and highways. 


The high court reversed a superior 
court decision in a dispute between the 
Delaware River Port Authority and the 
Philadelphia Electric Co., over the cost 
of relocating utility lines at the South 
Philadelphia approaches to the Walt 


Whitman Bridge. 

The Pennsylvania Public Utility Com- 
mission had ruled in 1955 that the port 
authority the relocation 


should pay 


S/\LFL4 with PLASTIMAYD 


\ 


y A 


DAY o: NIGHT 


NEW Safety Yellow Jacket... 


combines High Visibility with High Di- 
electric Resistance — excellent protection 
for every utility, construction, maintenance 
and road crewman. Made of the same top 
visibility yellow color approved best for 
hunters. Fabricated from tough Bakelite 
“Krene” with 9,600 volt dielectric resist- 
ance. Super-Weld* seams, waterproof, cold 
weather flexible, won't mildew or rot, 


MFRS. AERIAL TENTS -¢ 


44 


MANHOLE GUARD COVERS « 


easily laundered. Has attached parka 
for complete foul weather protection. 


16,000-volt dielectric resistant 
jackets & pants also available. 
Write for Bulletin T-¥ 


PLASTIMAYD 


PRODUCTS CORPORATION © 
°™ Portland 14, Oregon 


SAFETY TARPS 


costs, estimated at approximately $300,- 
000. 


superior court in a unanimous opinion. 


This decision was upheld by the 


Reversing the lower court in a ma- 
jority opinion written by Justice Ben- 
jamin R. Jones, the supreme court said 
public utilities in 
been permitted to occupy highway 
rights-of-way free of cost, but subject 


Pennsylvania have 


to the state’s police power to regulate 
highways for the benefit of the public. 
“Utilities 
in the 
said, 


have no 
the 
can be 


property 
supreme 


rights 
court 

the 
state or municipal agency to relocate 


highway,” 
“and ordered by 


their facilities at their own expense.” 


Indiana Court Gets 
Toll Rate Dispute 


Indiana’s Appellate Court was asked 
on Sept. 24 to void Indiana Public Serv- 
ice Commission authorization of an 
toll increase for 180 
companies which had not asked for a 
toll boost (TELEPHONY, Aug. 30). 

The 


tions 


intrastate rate 


commission has received peti 


the 
increase on 


from subscribers of some of 


companies, protesting the 
grounds it was granted without public 


notice or hearings. 


Originally, the rate increase was re- 
quested only by Indiana Bell Telephone 
Co. When the April 
made the intrastate toll raise ap 
ply to all 
business in Indiana, subscribers of IIli- 
nois Bell Telephone Co. 


commission in 
rate 
telephone companies doing 


(which 
ates 10 exchanges in northern Indiana), 
Moores Hill 

Telephone Co. 


oper- 


General 
of Indiana, and South- 
Rural Telephone Co- 
Dillsboro, petitioned the 
commission for a denial of the increase 
for those On Aug. 1, the 
commission refused such a denial. 


Telephone Co., 
eastern Indiana 
operative, 


companies. 


This denial was appealed to the In- 
diana Appellate Court by Public Coun- 
Sept. 26, 


Diven filed a petition for a temporary 


selor George L. Diven. On 
writ of prohibition against the increase 
(for other than Indiana 
Bell) until the appellate court can rule 
on his 


companies 
earlier appeal of the commis- 
sion order. 


General Buys Tex. Exchange 


Transfer of property from the Hed- 
ley (Tex.) Telephone Co. to General 
Telephone Co. of the Southwest, 
Angelo, Tex., has been completed, it 
was reported on Sept. 24. 


San 


Ask Dial Rates in Oregon 
The Oregon Public Utility Commis- 
sioner on Sept. 30 suspended a tariff 
submitted by the Blue Mountain Tele- 
phone, Inc., Spray, for investigation 


(Please turn to page 63) 
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HOW 
WEBSTER ELECTRIC 


‘Teletalk can... 


extend communication convenience for your customers 
—and build up EXTRA revenue for you 


New 1200 series Teletalk intercommunication equip- 
ment has been especially designed for telephone 
company use to help you provide inter-office and inter- 
building communication for your commercial and 
industrial customers — utilizing standard telephone 


circuits. This will in no way affect telephone conver- 

Above: This 12-station master unit of the new 
sations in the same or adjoining cables. Teletalk 1200 Series can be connected to pro- 
vide secretive or non-secretive communication with 
other stations. Models are available from six to 
48 station capacity. Below: Two-way conversa- 
tion is provided over 
bilities, you can fit Teletalk exactly to the needs of zero-level telephone 

lines with this Teletalk 
each individual customer. Wherever there is a need RM-B (AC) remote 
speaker station. Con- 
tains its own power 
supply, amplifier, atten- 
vating pad and line- 
lease revenue. Call your nearby Graybar office for full matching transformer. 


details or write for Bulletin MI2AI-1. 810 


Teletalk is available from Graybar — nationally. 


Through a wide variety of models and circuit possi- 
for amplified communication, a discussion of Teletalk 


convenience can lead to an immediate increase in your 


Graybak 


COMPANY 


+ 
Sunct 1809) e_ecTAIC 
GRAYBAR ELECTRIC COMPANY, INC, + REG. U.S. PAT. OFF. 


420 Lexington Avenue 
New York 17, N.Y. IN OVER 130 PRINCIPAL CITIES 
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“Our new Paystation 


averages °118°5 per Month” ‘ r 
REPORTS HOWARD SLUSHER, VICE PRESIDENT & e a ae” 


GENERAL MANAGER, COMMONWEALTH TELEPHONE ennai 
COMPANY OF OHIO, ATHENS, OHIO — “ 
PAYSTATION REVENUE 


During the school year at University of Ohio, Washington Hall FROM DORMITORY BOOTH, 
(foyer shown above) is a mighty busy place! This new men’s dormi- UNIVERSITY OF OHIO 

tory is “home” to 263 students for nine months out of each year. 
Howard Slusher, vice president and general manager, Common- 
wealth Telephone Company, figured that this would be a perfect 
spot for a paystation. And how right he was! This station brings 
in an average monthly income of $118.05 for a nine-month period! 


September, 1957 $ 34.15 
October, 1957 261.85 
November, 1957 j 178.85 
December, 1957 62.40 
January, 1958 136.30 
February, 1958 126.95 
Let us help you make paystations pay off in your town. Write March, 1958 106.75 
for a free copy of our Survey Simplifier. It helps you find paying April, 1958 68.75 
locations for paystations. Write Automatic Electric Sales Corp- May, 1958 86.45 
oration, Northlake, Illinois. Or call, Fillmore 5-7111. In Canada, TOTAL $1,062.45 
Automatic Electric Sales (Canada) Ltd., Toronto 16. 


AUTOMATIC ELECTRIC 


Subsidiary of GENERAL TELEPHONE 





IN THE NATION'S CAPITAL 


Continued from page 21 


fits of over-all operating economies. It 
would mean that one new class of valu- 
able service would never be born, and 
its advantages to the public, if any, 
would be lost forever. 


Just last week, here in the nation’s 
capital, we had a sample of that in an 
airline rate case before the Civil Aero- 
nautics Board. Seems that Continental 
Air Lines, apparently an enterprising 
outfit, wanted to broaden its “economy 
service.” It also wanted to offset this 
by raising rates on higher class serv- 
ices. The CAB majority said OK to 
the economy rate reduction, but nix on 
the increase. 


Continental said it needed the whole 
deal. Ex-Senator Chan Gurney, CAB 
member, said he didn’t think the whole 
deal would produce more revenues. 
Aside from the question of the regula- 
tor substituting his judgment for man- 
agement (the Senator never operated 
an airline in his life, nor worked for 
one either), how does anybody know 
what the whole deal would produce 


until it is tried? 


Said the Washington (D. C.) Daily 
News editorially about this: 


“That’s the trap the rails and air- 
lines, and everybody else regulated by 
the government, are always getting 
caught in. They are permitted no lee- 
way for trying out anything imagina- 
tive which might draw more business 
and enable them to compete with other 
services. 

“By contrast, the Interstate Com- 
merce Commission (ICC), after being 
goaded by Congress, suddenly seems to 
be encouraging the cash-crippled rail- 
roads to submit new schemes which 
might put them on a better competitive 
basis with trucks, airlines and river 
barges.” 


Trouble with that is, the regulatory 
inspiration of the ICC comes about 10 
years too late, judging by the way the 
railroads are scuttling their own pas- 
senger business. 


Baiting the Utilities 

Getting back to the accelerated amor- 
tization program, the _ utility-baiting 
politicians seem to lose sight of the fact 
that its main purpose was to stimulate 
capital spending on plant construction 
by business corporations of all kinds. 
And, there can be no doubt that the 
program has been successful in that 
respect. That is why we see more steel 
mills, more automobile plant expansion, 
more shipyards, and all the jobs and 
better pay that goes along with such 
expansion. That was the whole idea 
in the first place. And, it has probably 
been a very effective weapon in turning 
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YOU CAN HAVE 


MODEL A Air 
Compressor Dehydrator 


Exchange equipment designed to sup- 
ply chemically dry air for telephone 
cables, aerial and underground, this 
unit can supply as many as 30 cables. 
The unit is equipped with volume 
recording air meter, high and low 
pressure alarm switches, humidstat 
and hour meter. 


© Completely automatic in 
operation 


e Air Purifier to eliminate oil mist 


¢@ Incorporates the latest safety 
devices 


MOBILE POWER UNIT 


Generator slow speed for quiet- 
ness 


Pump—Diaphragm type to remove 
seepage and drain back 


Air Compressor — to put cables 
under pressure for cutovers or re- 
Pairs 


Furnished with or without pump 
and compressor 


300-Watt floodlight illuminates 


working area 


operates soldering pot and iron, 
electric and air tools 


electric blower to ventilate man- 
hole 


supplies dry air for cable cut- 
overs, flash testing, etc. 


diaphragm pump can be operated 
from manhole by push button con- 
trol 


buzzer signal for summoning helper 


light, easy to handle 


Ss G MANUFACTURING CORPORATION 


an Om :1-) a 1) 


New Orleans 10, La. ¢ 


JAckson 5-3142 


q 


é 





lasts longer 
costs less 


ALPHADUCT DUMBBELL PARALLEL 


DROP WIRE WITH NEOPRENE JACKET, No. 18 COPPERWELD 
CONDUCTORS 


Now you can have the longest lasting, neatest drops you've 
ever strung .. . and at less cost too. 


Alphaduct's dumbbell or figure eight construction provides the 
best protection for the conductors, and is the easiest to install 
of all the neoprene jacketed drop wires. The No. 18 Copperweld 
is 20% stronger than No. 17 bronze. 


Alphaduct's tough neoprene jacket protects the insulation against 
sunlight, moisture, oil, acids, abrasion, etc. Each conductor has 
the same thickness of rubber insulation and neoprene jacketing 
as it does in twisted pair construction. The dumbbell shape per- 
mits splitting the wire without damage to insulation or neoprene 
jacket on either conductor. 

Try this remarkable Alphaduct dumbbell drop wire. It's step- 
tested during manufacture, dated, so you can tell how long it 
lasts and carton packaged for your convenience and protection. 
Order today from the distributors listed below. 


IT'S DATED © FOR YOUR CONVENIENCE AND PROTECTION 


back the tide of recession during the 
past year. 


So why should public utilities be 
singled out as a special group of busi- 
ness taxpayers which should be denied 
all the advantages of this federal tax 
law, simply because they are public 
utilities? Accelerated depreciation de- 
duction is not in any sense a gov- 
ernment handout, no matter how the 
politicians try to picture it in that light. 
True, by increasing the deduction dur- 
ing the early years of plant life, these 
business corporations are subject to less 
actual tax payments during those years. 
But, that simply brings much nearer 
the time when such plant equipment 
will be completely written off. When 
that happens the tax deduction dis- 
appears, and the tax payments will 
increase. And the so-called “savings” 
will vanish. 

When we look at it in this way, utility 
customers could actually be hurt more 
than the customers of other industries, 
if the utility customers are forced to 
pass along temporary tax savings, re- 
sulting from accelerated depreciation. 
As an illustration, suppose all utility 
rates were cut down to absorb so-called 
tax “savings.” That means that four 
or five years hence, rates will have to 
be increased to take care of the in- 
creased taxes which will then come due 
when the depreciation deduction dis- 
appears. 

It is doing the utility customer no 
favor, therefore, to cut his rates tem- 
porarily by postponing the tax bill 
until a later date when he will have 
to take care of all of it through rate 
increases. If anything, it is like playing 
a trick or the ratepayer—something 
like the old April Fool’s Day joke of 
planting a wallet on a string in the 
path of an innocent passerby. 

The argument is made, of course, 
that in rapidly growing areas, such as 
California, a utility company could keep 
on building so much new plant (and 
taking accelerated depreciation during 
early years) that the tax liability would 
never be fully realized. This assumes 
that a utility company would always 
be needing more and more plant. But, 
if that did happen, it would bring about 
the very result which the 1954 amend- 
ment to the Internal Revenue Act was 
supposed to accomplish. The whole pur- 
pose was to increase the velocity of 
industrial plant expansion. It has done 
that in the non-utility industrial field. 
And, it will do that in the utility indus- 
trial field, unless the benefits are arbi- 
trarily and unfairly restricted or barred 
entirely through short-sighted regula- 
tory limitation. 
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when and 
where you need it! 


From many convenient locations, 
quality Keystone Wire is available 
for the needs of the telephone in- 
dustry. Keystone offers a full range 
of Class A line wire in 50M, 85M 
and 135M tensile strengths. All line 


wires meet the specifications of 


A.S.T.M. and A.T.&T. and are ap- 
proved by R.E.A. Your Keystone 


Distributor also offers a full line of 


galvanized bond, tie and construc- 
tion wire in a full range of gauges. 
For quality wire—and prompt de- 
livery—contact your nearest Key- 
stone Telephone Wire Distributor 
or write direct for information. 

KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 
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British Ropes Canadian Fact., Ltd. 


Vancouver, B. C., Canada 


Crescent Electric Supply Company 
Dubuque, lowa 
Burlington, lowa 
Cedar Rapids, lowa 
Davenport, lowa 
Madison, Wisconsin 
Mason City, lowa 
Ottumwa, lowa 
Peoria, Illinois 
Quincy, Illinois 
Rapid City, South Dakota 
Sioux City, lowa 
Sioux Falls, South Dakota 
Spencer, lowa 
Sterling, Illinois 


Waterloo, lowa 


Dakota Electric Supply Co. 
Fargo, North Dakota 


Joslyn Mfg. and Supply Co. 
Birmingham, Alabama 
Chicago, Illinois 
Dallas, Texas 
New Orleans, Louisiana 
New York, New York 
No. Kansas City, Missourl 
Oklahoma City, Okiahoma 


... by the makers of famous 


Omaha, Nebraska 
St. Paul, Minnesota 


Kingsport Electric Co., Iné. 


Kingsport, Tennessee 


Line Material Industries 
Milwaukee 1, Wisconsin 
Marshall-Wells Canadian 
Companies, Ltd. 
Winnipeg, Manitoba, Canada 
The Mine & Smelter Supply Co. 
Salt Lake City, Utah 
Nelson Electric Supply Co. 
Dallas, Texas 
Lubbock, Texas 
Jack Pruzan Co. 
Seattle, Washington 
Southern Electrical Corp. 
Chattanooga, Tennessee 
Suttie Equipment Company 
Chicago, Illinois 


Lawrenceville, lilinois 


Tennessee Valley Electric Supply Co. 
Nashville, Tennessee 


Wheeler Lumber Bridge & Supply Co. 
Norfolk, Nebraska 


Red Brand Fence 





KLEIN 


preferred by linemen 


... electricians 


5207 BELT 
AND 5127 POCKET 


S118-PRS TOOL POCKET 


5295 SAFETY STRAP 


5249 TOOL BELT 


The name Klein on leather goods is 
known and preferred by linemen and 
electricians everywhere. Klein tool 
belts, safety straps, pouches and pockets 
represent the highest in quality, the saf- 
est in design and construction. 

In safety straps, Klein-Kord was the 
first specially woven fabric strap de- 
signed to permit the use of a tongue-type 
buckle without risk of slitting or rip- 
ping, even under severe strain. 

Now Nylon Klein-Kord safety straps 
are the newest Klein development offer- 
ing maximum safety with maximum flex- 
ibility. These are the only nylon straps 
designed to meet the tests given in 
Edison Electric Institute Report AP-2. 


Free Tool Guide 
A copy of the new Klein Pocket 
Tool Guide will be sent on 
request. 
Foreign Distributor: 
International Standard Electric Corp., N. Y. 


cm KLEIN- com 


REA Approves $2,635,000 In Loans 


Approximately 4,750 farms and other rural establishments will receive 
new or improved telephone service as a result of three loans approved 
during the week of Sept. 22 by the Rural Electrification Administration, 
the U. S. Department of Agriculture announced on Sept. 30. Of these 
subscribers, about 2,700 will receive service for the first time. The loans 
total $2,635,000 and were made as follows: 


Hardin County Telephone Co., Rosiclare, Il.; $1,072,000; Sept. 23. 


These funds will enable the new borrower to furnish initial service to 
1,246 families, and to improve service for 776 existing subscribers. At 
present, the company furnishes dial service through the Elizabethtown 
and Cave-in-Rock exchanges, and magneto through its Rosiclare central 
office. It proposes to issue stock in exchange for the telephone properties 
of the Pope County Telephone Co., Robbs, and to merge the facilities 
of the two systems. The Pope County company now provides magneto 
service through its Robbs central office. 


Under the proposed five-exchange system, the borrower plans to retain 
and expand the existing automatic facilities at Elizabethtown and Cave- 
in-Rock, construct new automatic offices at Hicks and Robbs, and an 
automatic commercial office building in Rosiclare. A portion of the loan 
funds will be used to refinance the borrower's existing indebtedness in- 
curred by rehabilitating and expanding the Hardin County system. 


R. F. Benson is president and manager of the Hardin County company. 
7 


Burnet (Tex.) Telephone Co.; $175,000; Sept. 24. 


This loan will be used to improve service for 95 rural subscribers and 
to furnish initial service for 55 rural families. The existing subscribers 
are receiving dial service from the Tuleta Telephone Co. These facilities 
have recently been acquired by the Burnet company, and will be rehabili- 
tated and integrated. Of the 55 new subscribers provided for in this loan, 
22 are in the Tuleta area and the remainder in the borrower’s Burnet 
exchange area. The Tuleta community will be served from the borrow- 
er’s Pettus exchange. 

Provision is also made in the loan to complete the authorized system 
and to purchase a leased building which houses the borrower's present 
headquarters in Burnet. The three REA loans to this borrower, totaling 
$760,000, will provide new or improved telephone service to 1,627 farm 
families and other rural establishments. When complete, the system 
will consist of five exchanges. The Burnet, Mineral, and Pawnee areas 
are now in operation. 


J. B. McDuff is president and James L. Luther is manager of the Bur- 
net Telephone Co. 


Telephone Utilities of West Virginia, Inc., Webster Springs; $1,388,- 
000; Sept. 24. 

The new borrower plans to use these funds to furnish initial service 
to 1,396 rural families and to improve service for 1,179 existing sub- 
scribers. As a nucleus for the new service, the borrower proposes to ac- 
quire, improve, and expand the facilities of the Webster Springs Tele- 
phone Co. This company consists of an automatic exchange at Cowen, 
magneto at Walkersville, and common battery at Webster Springs now 
serving the 1,179 present subscribers. 


The borrower's construction schedule includes new automatic central 
offices at Cowen, Hacker Valley, Walkersville, and Webster Springs. The 
present automatic switchboard at Cowen will be transferred to the 
Hacker Valley building and new automatic facilities installed in the re- 
maining three exchanges. Telephone Utilities proposes to lease commer- 
cial office facilities in Webster Springs, and retain the present building 
there for storage and maintenance use. 

Harold G. Payne is president and manager of Telephone Utilities of 
West Virginia, Inc. 
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Cte - tre 


cordially invites you to come in and see us 
at the U.S.1.T.A. Convention—EXHIBIT 
ROOM 549—Hotel Conrad Hilton. 


TELE-WIRE’s watechwords are: QUALITY 

SERVICE DEPENDABILITY FAIR 
PRICES — COURTESY and FRIENDLY RE- 
LATIONS. This Policy is an important reason 
why YOU should use TELE-WIRE as your 


Source of Supply. 


Remember the Exhibit Room—549! 


We'll be happy to see you. 


TELE-WIRE Supply Co., Ine. 


178-10 Liberty Ave. Jamaica 33, N. Y. 
AXtel 7-4756 











NEW TRAINING BOOK 
RECOMMENDED BY TELEPHONY 


Here is a much-needed book 
on sales training for use by 
managers, department heads, 
superintendents, trainers, 
schools and libraries. 


Seiesteeeien deen 


The newest training techniques 
are given practical application. 
Included are indoctrination, re- 
fresher and by mail training; 
memory, reading and speech 
improvement; and training sup- 
plements—sales contests, meet- 
ings, manuals, house organs, 
and new recruiting and hiring 
methods. This new book is en- 
thusiastically endorsed by the 
top authorities—Arthur Motley, 
Pres., Parade Publications; Al 
Seares, V.P., Remington Rand; 
Elmer Wheeler, Consultant; John Wilson, Retired V.P. Sales, 
National Cash Register; J. Mcllnay, V.P., Marketing, Ray-O- 
Vac; Richard Borden, Consultant. 
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Bound In 
Beautiful 
Executive 
Leatherette 


MAIL | a 
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| Company__ , 2 Position. 
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‘0: Book Department, 
| TELEPHONY Publishing Corp. 
| 608 S. Dearborn St., Chicago 5, Illinois 


| Send me — copies of "Getting the 
| Sales from Sales Training'' @ $5.95 each. 


| (J Payment enclosed (postpaid) [] Bill me 
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from pole to pole... 
if dependability 
is your A 


guy with : 
GALVANIZED 
STEEL STRAND 


Service conditions demand that guy, messenger and over- 
head ground wire possess the strength, ductility and cor- 
rosion resistance that will assure safe installation and long 


trouble-free service life. 


To meet these requirements, CFal makes steel that has 
exactly the right chemical and physical properties. It draws, 
galvanizes and strands the steel wires into a product that 
will give years of satisfactory service. Extreme care in 
cleaning and galvanizing produces a tightly bonded coating 
of pure zinc that provides maximum protection against 
corrosion. 


CFal Galvanized Steel Strand meets or exceeds ASTM 
Specifications A-122 or A-363. If you prefer, it can be 
made to your specifications in seven- or three-wire con- 
structions. Your nearby CF&I representative or local electri- 
cal distributor will give you complete details. Why not 
call him today ? 5672 


(FJ GALVANIZED STEEL STRAND 


THE COLORADO FUEL AND IRON CORPORATION. 


Albuquerque * Amarillo + Atlanta * Billings * Boise * Boston * Buffalo > Butte + Chicago 
Denver * Detroit + El Paso * Fort Worth * Houston * Kansas City * Lincoln (Neb.) > Los 
Angeles * New Orleans * New York * Oakland * Oklahoma City * Philadelphia > Phoenix 
Portland: Pueblo* Salt Lake City*San Francisco*San Leandro* Seattle* Spokane* Wichita 


51 





NOW 


a Complete Program 
To Train Telephone Technicians 
Quickly, Easity, Economically! 


BASIC FUNDAMENTALS AC-DC 
ELECTRICITY, ELECTRONICS, CARRIER 
THEORY AND OPERATION ADVANCED 
TELEPHONE CARRIER TECHNIQUES. 


For Individuals or Company Classes 
Home Study or In-Residence 


Now, for the first time a practical, com- 
prehensive training program developed in 
collaboration with major American tele- 
phone companies and equipment manu- 
facturers and perfected in actual use by 
plant engineers and installation technicians. 
TT! fully qualifies you to install, operate 
and maintain telephone equipment. 
Write for complete information 

Use this convenient coupon! 


——— TELEPHONE TRAINING INSTITUTE ——— 
P. O. Box 1986 Dept. A 
Portland I1, Oregon 
Please send me full information about TTI's 
unique training program. 


TODAY! 


Name 
Company 
Address_ 








GENERAL 
MACHINE PRODUCTS 


COMPANY, INC. 
Old Lincoln Highway at 
Pa. Turnpike, Trevose, Pa. 


Pressure 
Testing Kit 


CR Power Reel 


O Cable Bender 


CUSTOMER EDUCATION FOR DDD 


Continued from page 30 


predestinating the success of your cus- 
tomer education program. 


The customer instruction booklets 
which rated high were relatively time- 
less presentations. Dialing instructions, 
facts about automatic ticketing, and a 
place to list out of town calls, were 
included. Written with forethought, for 
use as part of the post cut-over educa- 
tion of new subscribers, and for the 
initial instruction, the dual purpose 
printing saved money and time for the 


| companies. 


Some smaller companies tediously 


called each subscriber to instruct some- 
one at the subscriber’s home in the cor- 
rect DDD procedure prior to cut-over. 
The companies who did this freely ad- 
mitted that instruction 


oral Was very 


| expensive and significantly ineffective. 


In most cases, the person answering 
the telephone was not the one in the 
family who needed the 
also, the individual who answered fre- 
quently became a self-styled expert on 
DDD, diligently instructing his family 
and friends incorrectly. 


instruction ; 


The larger companies used a random 
calling of subscribers to check the ef- 
fectiveness of information and instruc- 


Aerial Tents 
Cable Benders 
Cable Blocks 
Cable Lashers 


Coaxial Cable 
Tools 


Lashing Wire 
Clamps and Grips 


Portable & Power 
Reels 


| B,C, D, E & G Cable Lashers 


| Special Purpose Tools To Specifications * 
Literature on Request 


tion pamphlets. Weak spots in the pro- 
gram 
subsequent 


were thereby disclosed and 
advertisements and mail- 
ings corrected them. Random calling is 
probably a more effective investment of 
program funds. 

The use of a postage meter slogan 
slug for both pre-cut-over post 
cut-over to DDD overlooked by 
most of the companies reporting. Here 


and 
was 


is an inexpensive, but at the same time, 
and effective 
tising device. Companies using postage 
meters can take this 


an eye-catching adver- 


advantage of 
scheme. 


School and Club Contacts 
DDD 


schools 


Presenting the program to 
should be a 
substitution for an existing telephone 
company policy of meeting with these 
keep the company’s 
point of view alive. The DDD program 
will capture the interest of service or- 
ganizations and school groups and they 
will enjoy a well conceived program. 
Lecturers must 
give oral instructions on how to place 
a DDD call. In all cases, the lecturer 
should refer individuals to the dialing 
instruction pamphlet. The 34 ticketing 
companies cited many cases of dialing 
attributable to self-styled ex- 
perts who incorrectly instructed their 
friends after listening half-heartedly, 
or inattentively, to DDD instructions 
at a service club lecture. 


service clubs and 


organizations to 


be cautioned never to 


errors 


Persons tell- 
ing about DDD should repeatedly refer 
their audience to the booklet of instruc- 
tions. It is a good idea to distribute a 


copy to each listener. 


PBX, Heavy User Contacts 


A small percentage of telephone sub- 
scribers make the largest percentage of 
unusual 
subscribers to 


long distance calls. It is not 
for 10 per of the 
generate 50 per cent of the toll revenue 
for an Independent company. You can- 
not afford to neglect pre-cut-over edu- 
cation of PBX and heavy toll users if 
you want an effective 
gram. Your best 
trained to do this job. 


cent 


education 
salesmen should be 
The person do- 
ing this work should make a careful 
study of the toll tickets for each big 
toll customer before calling on him. 
Armed advantageously with a knowl- 
edge of the customers’ calling habits, 
he can speak familiarly, using the ac- 
tual dollar savings possible by use of 
the DDD feature over placing person- 


pro- 


to-person calls. 

Dinner parties or special open house 
programs for PBX and heavy toll 
users were featured by at least a half 
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dozen of the 34 ticketing companies to 
inaugurate the DDD cut-over. At these 
parties, traffic department personnel 
focused attention on getting the cus- 
tomers to dial direct, and the commer- 
cial department placed emphasis on the 
savings and convenience the customer 
can obtain by using the DDD facilities. 
In your program, give consideration to 
scheduling a colorful demonstration of 
the equipment, stressing the accuracy 
of ticket timing, and the foolproof con- 
venience of Direct 
equipment. 


Distance Dialing 


Post Cut-Over Program 

Don’t neglect the post cut-over part 
of the Prepare a 
post cut-over press release thanking 
the public for their interest and coop- 
eration and declaring the Direct Dis- 
tance Dialing cut-over a success. Cite 
statistics on the number of customers 
who used the service and some sta- 
tistics about the length of time it took 
to complete typical toll calls. 


education program. 


A good post cut-over program will 
include a procedure to acquaint each 
new subscriber with the DDD facilities. 
New subscribers should receive a copy 
of the DDD booklet, and to help vis- 
itors to the exchange area, a prominent 
page in each issue of the telephone di- 
rectory should be devoted to instruc- 
tions for Direct Distance Dialing. 

Revenue accounting should period- 
ically scrutinize toll tickets for custom- 
ers failing to use the direct distance 
dialing facilities. A service representa- 
tive should analyze the calling habits 
of these customers and meet with the 
person placing the calls to acquaint 
him with the simplicity and advantages 
of using the toll ticketing equipment. 
A periodic “tickler” advertisement will 
help keep the public mindful of DDD 


convenience. 


Post Cut-Over Comments 

Exhibit II (at end of article) is a 
list of post cut-over comments men- 
tioned by some of the 34 companies. 
Of all the post cut-over problems, one 
is particularly significant. Two large 
companies reported that, with the auto- 
matic toll ticketing equipment they 
have installed, the customers experi- 
enced a delay between the time dialing 
is completed and the time the called 
station is connected. The delay was 
accompanied by an audible “click” and 
the dead period lasted for 15 seconds 
or more which caused many customers 
to become impatient and hang up. 
These two companies had an outstand- 
ing customer education program and 
we especially cite this trouble to em- 
phasize that the most carefully planned 
program can omit an important point 
requiring instruction. The names of 
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SP IT'S NEW! &, 


CEECO PARKWAY PEDESTAL TERMINALS FOR 
LOADING DIRECT EARTH BURIAL PLASTIC CABLES 
Using Type C637A (88MH) or Type C637B (44MH) Coils 








Lug-12 Terminal and Pedestal with C637A- 
(88MH) loading coils or C637B(44MH) load- 


ing coils 








* ECONOMICAL 


LOAD ONLY NEEDED PAIRS—ADD 
TO FULL CAPACITY AS REQUIRED 


* ACCESSIBLE 
ANY OR ALL PAIRS 


* STRONG 


ALL STEEL CONSTRUCTION PRO- 
TECTS CABLE—“BELL JAR’ TYPE 
COVER 


* PROTECTION 


SIDE PLATES GIVE NOMINAL AIR 
GAP TYPE PROTECTION AT EACH 
TERMINAL STUD END 


CEECO Parkway Pedestal Loading 
Terminals for plastic cable provide 
accessibility to all cable pairs, for 
testing, splicing, cross connecting, 
and buried drop wire distribution. 


The type C637A(88MH) or C637B(44MH) load coils are completely 
encapsulated in plastic—moisture tight—high dielectric strength. 
These coils are same type used in CEECO type 177 terminals on 
rural distribution wire. These coils are interchangeable in both termi- 
nals and can be installed with standard %" socket wrench. Coils 
are stock item. 


CATALOG 
NUMBER 


LUG-12 
LUG-16 
LUG-28 


LUG-52 


DESCRIPTION 
TERMINAL-PEDESTAL 
AND HOOD (NO COILS) 


TERMINAL-PEDESTAL 
AND HOOD (NO COILS) 


TERMINAL-PEDESTAL 
AND HOOD (NO COILS) 


TERMINAL-PEDESTAL 
AND HOOD (NO COILS) 


TOTAL 
NUMBER 
PAIRS HIGH COILS 


TOTAL 
NUMBER 


INSIDE 
HOOD 
DIAMETER 


APPROXIMATE 
HEIGHT 
OF HOOD 


6 12 6 ID i" 
8 16 6p | 14" 
4 28 61D | 21%" 
26 52 $ ID 


323," 


Write us for assistance on your loading problems 
CEECO loading coils are sold by your telephone equipment supplier 


COMMUNICATION EQUIPMENT be ENGINEERING COMPANY 


5646 West Race Avenue 
Phone EStebrook 8-3109 


Chicago 44, Illinois 





"ELECTRIC PLANT 


Charges truck batteries 
at far less cost... 
provides A.C. power, too! 


Before the dual-purpose Onan Electric 
Plant was installed on this maintenance 
truck, it was necessary to run the 160 
H.P. truck engine to charge batteries 
for communications. Now, the 2 H.P. 
Onan Electric Plant does the same job 
. saving fuel and engine maintenance. 
These battery charging-A.C. combina- 
tion electric plants are available with 
1,000 or 2,000 watts of A.C. output for 
operating tools and lights. Either size 
also delivers a full 30 amperes . . . enough 
to handle battery drain from radio 
and lighting. 
Big savings reported! 
One utility makes fuel savings alone 
estimated at $2.00 per day per truck. 
Another cites an annual saving of $800.00 
per truck. This is based on battery 
charging output only. In addition, the 
A.C. output makes possible replacing 
hand tools with electric tools . . . saving 
time and money. 


a 


Vacu-Flo cooling permits 
enclosed installations 


Vacu-Flo cooling is a 
low-cost optional 
Onon 
air-cooled plants up 
to 10,000 watts 


feature on 


Other Onan Models 500 to 200,000 
watts A.C., D.C. and Battery Charging. 


Write for folder showing 
3 Packaged Power Systems 


- 
- 


D.W.ONAN & SONS, INC. 


3836A University Ave. S.E., Minneapolis 14, Minn. 


54 


the companies whose comments are 


listed may be obtained on request. 


The Pacific Telephone & Telegraph 
Co. had post cut-over com- 
ments to make out of its experience. 
They suggest that directories should 
not include a full list of dialable points 
because the list changes rapidly. In- 
stead, they believe it is best to list just 
a few points. 


several 


The customer should be 
encouraged to try to reach, by Direct 
Distance Dialing, any telephone with 
a 3-4 numbering scheme; that is, what 
we know of as the 2-5 
scheme. 


numbering 


The Pacific Telephone & Telegraph 
Co. uses the terminology “authorized 
point” and “reachable point,’ which 
are of interest. A “reachable point” is 
not recommended for Direct Distance 
Dialing, but the could get 
through and is not discouraged to ex- 
periment. If he gets through, so much 
the better and especially if he is satis- 
fied with the transmission he en- 
counters. An “authorized point’ meets 
all transmission and switching stand- 
ards and operators use suitable phrases 
to encourage direct dialing of these 
points. 


customer 


Conclusion 
The emphasis of this 
has been upon adequate planning and 
the requirement for an _ enthusiastic 
positive approach to make the effort 
effective. A customer education program 
for Direct Distance Dialing, given the 
same definitive treatment the engineer- 
ing department waxes upon the equip- 
ment specifications, is assured success. 
Public-utilities relations can be en- 
hanced by skillfully wielding the Direct 
Distance Dialing publicity to obtain 
long-term advantage for your com- 
pany. With Exhibit I as a guide you 
can tailor a program to accomplish any 
level of instruction you desire. 


presentation 


Acknowledgement 

Acknowledgement is made of the in- 
valuable help of the 34 companies who 
assisted by supplying detailed infor- 
mation about their customer education 
programs. Each company demon- 
strated anew the never failing spirit of 
cooperation attributed to telephone peo- 
ple. 


Exuisit II 


Customer Education for Direct Distance 
Dialing—Comments by Companies 


offering DDD 


Company A—“One minor traffic 
problem was encountered when our 
customers would neglect to give their 
exchange name along with their tele- 
phone number to the operator when 
passing a DDD call.” 


Company B—‘We have no particu- 


lar problems insofar as customer edu- 
cation is concerned with the exception 
of the use of the letter ‘O’ and the nu- 
meral zero.” 

° 


Company C—“‘We can think of only 
one problem encountered with ATT 
(automatic toll ticketing) which we 
did not emphasize enough in our ‘Be- 
fore Cut-over Education’ program. Cer- 
tain calls originated by a _ subscriber 
are routed through a crossbar office. On 
these calls, a delay may result between 
the time a customer completes dialing 
and the called station is reached. Upon 
completion of dialing, an audible ‘click’ 
is heard after which the delay is en- 
countered, and it may last for 15 sec- 
onds or more. During this interval the 
subscriber’s telephone will be com- 
pletely silent, as though dead. This has 
been repeatedly interpreted by the sub- 
scriber as a disconnect and he hangs 
up. 

‘ we propose to investigate the 
effects of such conditions prior to fu- 
ture cut-overs and emphasize them dur- 
ing our before cut-over program.” 


Company D—‘Some of our difficul- 
ties have been cases where our busy 
tones and re-order tones have been con- 
fused. Also, in our system there is an 
interval of about 15 to 18 seconds 
which is ‘dead quiet’ right after the 
last digit is dialed (it is the time it 
takes to seize the senders and spill the 
pulses to the line) and at first some 
people think they are not getting any 


GNS ALONG THE LINES 


LINEMEN 
AT WORK 


@rapo GAtvaANizeD 
GUY & MESSENGER STRAND 


Positive strength and durability econo- 
mies, combined with the superior quali- 
ties of steel, make @rapo Galvanized 
Steel Strand a rugged performer. The 
heavy, ductile, tightly-adherent galvan- 
ized coating — applied by the famous 
Crapo Process — provides dependable 
protection for the steel, prolongs the 
expectant life of the strand. There is a 
size and grade of @rapo Galvanized 
Strand for every practical need. 





place because of lack of ringing tone 
during this period. 

. we have just under 9,000 tele- 
phones. During June 1957, less than 
30 days after cut-over, we had 108 
cases where they did not want to do 
their own dialing, and now we have 
about one a day.” 


Company E—‘We can state categor- 
ically that we have had no problems 
from a customer education standpoint 
in that immediately after availability 
of Direct Distance Dialing service... 
it was utilized by the customer to the 
extent of approximately 90 per cent of 
the dialable calls... .” 


Company F —“The general public 
seems to like it... there are a few 
subscribers who just won’t take the 
time to dial, therefore, they call 
through the toll operator.” 


Company G—‘Probably our biggest 
problem is the continuing need of edu- 
cating new customers to our DDD net- 
works. This is handled by our service 
representatives when a new customer 
appears to make application for serv- 
ice.” 

. 


Company H—*‘. . . there are a few 
still afraid to use it and some that it 
was necessary to call or see the second 
time because of a misunderstanding. 
These problems were picked up from 
the toll board where they sent us a list 
of customers having difficulty dial- 
er a 


Company I—‘The principle difficulty 
experienced . . . concerns those rural 
and urban customers not contacted per- 
sonally or through public demonstra- 
tions before civic groups and in the 
public schools. The problem relates to 
the furnishing of the calling party’s 
telephone number to the checking or 
identification operator at the control 
office. 

af some customers are reluctant 
to use customer toll dialing . .. cus- 
tomers continuing to pass dialable calls 
to the operator are contacted by a rep- 
resentative ... and encouraged to use 
direct distance dialing.” 


Company J—‘Only one minor prob- 
lem ... some customers are having dif- 
ficulty in interpreting the DDD toll 
tickets which are enclosed with their 
bills . . . subscribers are confused be- 
cause the prefix of the called number 
appears on their bill as numerals in- 
stead of letters. 

...a recent peg count reveals that 
37.2 per cent of the long distance mes- 
sages... are direct dialed.” 


Company K —“Actually we found 
that the change was made very satis- 
factorily. That may be due to the fact 
that the first change involved only calls 
to one point.” 

e 


Company L—“We never undertook 
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Trademark of Qual ity 


IN POLE LINE HARDWARE 


WOODINGS- VERONA 


Since 


A single call brings all your needs 
Pole Line Hardware, Porcelain Insulators, Hand Tools 


Substantial inventories insure prompt deliveries 
at any time—where and when you want them. 


ANCHOR RODS * CLAMPS—cable «+ ee Seen 
. ion, , etc. groun 

BOLTS—carriage, ee ee 

clevis,crossarm, CLEVISES « STRAPS—cross- 


double arming, eye- PINS—communi- arm, etc. 
bolts, guy, screw, etc. cations, low voltage, »* THIMBLES—guy 


pole top, etc. *- WASHERS— 
BRACES PLATES—guy and curved, round, sad- 
BRACKETS load, reinforcing, etc. dle, spring, square 


Call or write for descriptive literature 


WOODINGS- VERONA 


Since 1873 


ELECTRICAL MATERIALS DIVISION 
VERONA, PA. (Pittsburgh District) 





in Communications 
with U. Ss. 


MICRO-POWER 
OO} 4 


Pat. No. 2688704 


Your Insurance Policy 
for... 


Stable 
Continuous 
Uninterrupted 


Communications Power 


Micro-Power operates with the main 
source of power. No time consuming 
“load transfers.” No “power outages” 
even for precious seconds! 


Micro-Power Units are available in 
1500, 3000, 5000 and 10000 watt cap- 
acities. For complete information, 
specifications, and demonstration, 
write... 


U. S. MOTORS CORP. 
102 W. 5th Avenue 
OSHKOSH, WISCONSIN 


any customer education program and 
provided customers with no informa- 
tion on the use of the system except 
what was printed in the directory. Oc- 
casionally, inquiries are made at our 
business office as to the use of it and 
are, of course, answered. If a person 
wants to make a call through the op- 
erator he may do so and the operator 
makes no effort to get him to use the 
machine. 


“ 


. . . 80 per cent use the machine; of 
the 20 per cent handled by the opera- 
tors, 10 per cent are collect, person-to- 
person, or coin box calls that can not 
be dialed, and the remaining 10 per 
cent are people who just do not use 
the machine. We have analyzed this 
latter group ... it was found to be so 
scattered and apparently of such cas- 
ual use that the effort was abandoned. 
In all the time this has been in use I 
have never had one person comment 
on it one way or the other. It seems 
to have been taken for granted.” 


Company M—‘Some of the trouble 
encountered is as follows: Customers 
dialing wrong numbers; using the 
wrong circle digit; not dialing the 
circle digit (identification digit); cus- 
tomers on vacations not having instruc- 
tions; seasonal telephones on suspen- 
sion. 


Company N—“Our most common 
problem is failure to dial the identifi- 
cation digit . this caused him to re- 
port trouble, which in turn gave us an 
opportunity to explain the correct pro- 
cedure. 

“Dialing into a PBX switchboard, 
the operator being busy, keys the line | 
but does not answer; the subscriber, 
after waiting, will hang up and you 
“an not blame him. This, strange as| 
it may seem, appears to be the largest | 
complaint that we receive.” | 


Company O—‘The only difficulty we 
encountered ... was the experimenta- 
tion by the subscribers of dialing the 
ticketing access code to make reverted | 
line calls and local calls. 

¥ difficulties were greatly mini- | 
mized in our program by continuing 
to provide the newspapers with the| 
same advertising information for a| 
period of three months after the con- | 
version date and although it appeared 
to become rather repetitious to our 
subscribers, it nevertheless provided us 
with the results we desired. 


. . it is our experience that repe- 
tition is less confusing to the subscrib- 
ers and is more successful .. . after it 
is indicated to the company that the 
subscribers have been completely ‘brain 
washed’ then the additional require- 
ments for nation-wide toll dialing will 
be released to them.” 


Company P—‘...the last four digits 
in the subscriber’s number are dialed | 
for identification. Strangely enough, 
this does not seem to be much of a 
sause of difficulty . . . we are in the 
position of now having to convert to 
the single-digit identification system at | 


a sizeable expense in order to go on 
to area or nation-wide dialing. 


there was a large number of 
calls to the operators concerning the 
ATT after the cut-over. Most of our 
area is rural, and many of our sub- 
scribers have difficulty with dial service 
at the best; so, a certain amount of 
trouble with the ATT was to be ex- 
pected. Also, any operating difficulties 
with the system, real or imagined, re- 
sult in a great number of calls to the 
operators insisting that they put the 
calls through.” 

° 


Company Q—“. the problems en- 


countered seem to be of a minor na- 
ture. Some will use the access code 
when not necessary and fail to use it 
when required ... the service has been 
in use less than a year; more than one 
half of the LD messages are now com- 
pleted by subscribers.” 


New Mo. Manager for WLA&T 

Price A. Browne of Mountain Grove, 
Mo. has been appointed manager of the 
Missouri telephone division of the West- 
ern Light & Telephone Co., Great Bend, 
Kan. 
in the South Missouri division and will 
assume his new position later this year 
when he turns his present job over to 
F. S. Wright. He will be responsible 
for the Northeast and South Missouri 
divisions headed by Wright King and 
Foster Wright respectively. 


He had been serving as manager 


MAGNOLIA 


(eslevoy 


SAFE DRY CLEANER 


NO FIRE HAZARD 
EXTREMELY LOW TOXICITY 
EXTRA HIGH SOLVENCY 
RAPID DRY TIME 


A safe effective substitute for 
Carbon Tetrachloride 


®@ Chliorothene is an excellent solvent for cleaning metals 
contaminated with greases, oils, tars and woxes. 

@ Chiorothene is especially suitable for cold-cleaning, 
dip-cleaning and bucket-cleaning operations. 

@ Chiorothene does not corrode aluminum or alumi- 
num alloys under ordinary conditions. 

@ Chiorothene is the answer to the search for a cold 
cleaning solvent that eliminates fire hazard that 
equals carbon ‘‘tet'’ in cleaning power and yet 
is only 1/20th as toxic. Chlorothene has no flash 
point—no fire point. Chlorothene permits clean- 
ing of common metals, including aluminum with 
relative safety from corrosion. 


MAGNOLIA CHEMICAL CO., INC. 


CHICAGO © LAFAYETTE, INDIANA 
TAMPA * DALLAS * LOS ANGELES 


Distributed by 


LEICH SALES CORP. 


427 WEST RANDOLPH STREET 
CHICAGO 6, ILL ° RAndolph 6-544) 
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WHERE DO WE G0? 


Concluded from page 19 
(1) A United Front on Revenue Re- 
quirements. 
(2) A Common Position on Future 
Responsibilities. 
(3) Setting the Telephone Industry’s 
Own House in Order. 


How do we know the telephone in- 
dustry might find itself facing these 
future difficulties? Some storm signals 
are flying, and the warnings are flash- 
ing from several sources: From con- 
gressional investigation committees, 
and from the Federal Communications 
Commission; from the state regulatory 
commissions and the state legislatures; 
from daily newspapers, and from busi- 
ness and financial periodicals. 

The news is not all bad. There are 
bright spots and plenty to be proud of. 
But, the telephone industry would be 
most unnaturally and uncharacteristic- 
ally obtuse, if it failed to recognize the 
rumblings. The various criticisms, 
charges, and counter-charges—however 
petty or petulant in themselves—could 
be symptoms of much deeper and fun- 
damental disturbances. We must not 
blind ourselves or try to brush all 
this under the rug. Why not drag it 
out on a common table and see what is 
really wrong? Then we will be in a 
better position to tell where we go 
from here. 

Nexrt—“The Need for a United Front 


on Revenue Requirements.” 


Research the Key 

“Our nation’s rate of growth and its 
achievements both in the market place 
and on the defense front hinge in the 
end on the effectiveness of its research.” 
—AvuGUSTUS B. KINZEL, vice president, 
Union Carbide Corp. 











‘Dig them crazy spurs!" 
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NEW HAVEN 14, CONNECTICUT 


Hi 


ee ee 


WIRES TS 
SINCE 


1899 — 





ONE BIT 
FITS BOTH 


7 
2. Electric Drill 


New Irwin Adapter 
Shank Wood Bit 


Now you can eliminate the 
need to stock two types of 
wood auger bits. Irwin’s new 
Adapter Shank Bit fits both 
hand braces and power drills. 


With hand braces, use the 
Adapter Shank Bit as it 
comes. Cut off taper square 
and the Adapter Shank, with 
its 6 “hex flats”, chucks per- 
fectly in power drills or hand 
braces, either one. No wob- 
ble, no run-out. Clean, effi- 
cient cutting action. Reduces 
inventory and record keep- 
ing by 50%. Saves time on 
the job, too. Call your dis- 
tributor, or write today for 
complete information. Sizes 
4/16” to 17/16”, both solid 
center and single twist types. 


All Irwin Adapter Shank Wood 
Bits are forged in one piece from 
special steel and heat tempered full 
length for longer life. Plastic coating 
on balanced cutting heads guarantees 
factory-fresh unequalled 
performance. Widely used by utilities, 
electricians and construction workers, 


sharpness, 


ead | WN auger bits 


Wilmington 


Ohio screw drivers 


British Commonwealth Plans 
Round-the-World Cable 


The British Commonwealth on Sept. 
24 agreed to build a round-the-world 
telephone cable link that 


global 


will make a 


telephone call as clear as one 
to the next-door neighbor, Associated 
Press has reported. 

In a decision likely to make Canada 
a pivot of the communications 
the 


conference in 


world, 
Commonwealth 
Montreal 
in principle to build a globe-girdling 


delegates to eco- 


nomic decided 
telephone and telegraph cable service, 
covering all Commonwealth 

The $246,400,000 
completed by 


countries. 
system is to be 


stages over a 10-year 
period. The plan to assure a new qual- 
ity to voice communication across the 
world has incalculable strategic impli- 
event of and may be 


the forerunner of a world TV service, 


cations in war 


it was stated. 
The 


repeaters to 


cable 
100 
ception, will also provide telex, cable- 
gram, and photo-telegram facilities. It 
was noted that radio-telephone already 


coaxial system, using 


insure per cent re- 


spans the world but is subject to ion- 
ospheric disturbances. 

The new system will be an extension 
of the built by 1961 from 
Oban, Scotland, to Newfoundland. The 
first submarine telephone cable across 


cable to be 


the ocean floor was opened Sept. 25 
1956, 


and immediately proved a_ re- 
Traffic 


decided to 


sounding success. 
heavy that it 
link. 
The first new stage in the round-the- 
likely link British 
Australia, the report 


became so 
was build a 


second 


world cable will 


Columbia and 
stated. 

When completed, the circuit will run 
from Great Britain to Canada, across 
domestic land lines to the West Coast, 
Island in the Pacific to 
New Zealand, then to Australia, Singa- 
pore, Chittagong in Pakistan, Colombo 
in Ceylon, Bombay, Karachi and round 
the Africa to Britain. 

First conference 
Britain will foot 
The British delegation issued a 
ment saying that Britain 
bound to any set figure. 


via Fanning 


coast of 


indicated 
the bill. 
state- 


reports 


about half 


cannot be 


AT&T Appoints Bolenius 
Executive Vice President 
American Telephone & Telegraph Co. 
announced the appointment on Sept. 17 
of William C. 
finance, as an executive vice president. 


Bolenius, vice president, 


He will continue to be responsible fo1 


finance and will perform such othe 


duties as the president may assign. 
Mr. Bolenius, a native of Auburn, 
N. Y., joined the Bell System in 1921 


as a traffic inspector with the New 
York Telephone Co. after graduating 
from Hamilton College. He held various 
positions in the traffic department and 
was elected vice president and general 
of the 1943 
with headquarters at Albany. 


manager upstate area in 


In 1946, he was elected vice president 
and general manager of the Wisconsin 
Telephone Co. and was elected presi- 
dent later in the same year. 


Mr. Bolenius was elected vice presi- 
dent of AT&T, in charge of personnel 
relations, in 1948 and was named vice 
president, finance, in 1951. 


He is a director of the Guaranty 
Trust Co. of New York, the Bell Tele- 
phone Co. of Pennsylvania, the South- 
western Bell Telephone Co., Indiana 
Bell Telephone Co. and the 195 Broad- 
way Corp. 


STATEMENT OF OWNERSHIP 


Statement required by the Act of Congress 
of August 24, 1912, as amended by the Acts 
of March 3, 1933, and July 2, 1946 (Title 
39, United States Code, Section 233), show- 
ing the ownership, management and circu- 
lation of TELEPHONY, published weekly 
at Chicago, Ill for October 1, 1958 


1 The names and addresses of the pub- 
lisher, editor, managing editor, and busi- 
ness managers are: Publisher, Telephony 
Publishing Corp., 608 S. Dearborn St., Chi- 
cago 5, Ill editor, Ralph C. Reno, 608 S 
Dearborn St., Chicago 5, Ill.; managing edi- 
tor, Dan S. Fargo, 608 S. Dearborn St 
Chicago 5, Ill., and business manager, H. D 
Fargo, Jr., 608 S. Dearborn St., Chicago 5 
Ill 


2. The owner is: (If 
poration, its name and address must be 
stated and also immediately thereunder the 
names and addresses of stockholders own- 
ing or holding 1 per cent or more of total 
amount of stock If not owned by a cor- 
poration, the names and addresses of the 
individual owners must be given. If owned 
by a partnership or other unincorporated 
firm, its name and address, as well as 
those of each individual member, must be 
given.) 


owned by a cor- 


Telephony Publishing Corp.. 608 S. Dear- 
born St., Chicago 5, Ill H. D. Fargo, J1 
608 S. Dearborn St., Chicago 5, Ill.; Ralph C 
608 S. Dearborn St., Chicago 5, Ill 
A. J. Stults, 608 S. Dearborn St., Chicago 
5, Ill., and Dan S. Fargo, 608 S. Dearborn 
St Chicago 5, Ill 


3 The 


teno 


bondholders, mortgagees 
and other security holders owning or hold- 
ing 1 per cent or more of total amount of 
bonds, mortgages, or other securities are 
(If there are none so. state.) None 


known 


include, in cases 
stockholder or security holder 
appears upon the books of the company as 
trustee or in any other fiduciary relation 
the name of the person or corporation for 
whom such trustee is acting; also the state- 
ments in the two paragraphs show the 
affiant’s full knowledge and belief as to 
the circumstances and conditions under 
which stockholders and security holders 
who do not appear upon the books of the 
company as trustees, hold stock and securi- 
ties in a capacity other than that of a 
bona fide owner 


4. Paragraphs 2 and 3 


where the 


5. The average number of copies of each 
issue of this publication sold or distributed 
through the mails or otherwise, to paid sub- 
scribers during the 12 months preceding the 
date shown above was: 11,993 


RALPH C. RENO 


and subscribed before me this 


of September, 1958 
ALBERT J 
commission expires November 13, 


Sworn to 
18th day 
STULTS 


1960.) 


(My 
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ae oe Has Become of — — NEW! 


FROM ALTEC 


The No. 14 POD drop wire? 


The “grasshopper fuse”? 


The marline cable hanger? 
The “butterfly” transposition? 


The nickel-plated connectors, once worn by linemen as a part of their 
Sunday habiliment? 


The repairman who burned kite tails from toll and farm leads, using 


oil-soaked rags tied to the end of a cane pole to do the job? 


The lineman who thought a safety belt had only one use—to hold up 


his pants? 
The cableman who spat in the wax pot to test the viscosity of its contents? 


The “grunt” who was sent in search of a left-handed monkey wrench, a 
bucket of liquid amperes, a cable stretcher, or a pair of color-code 


glasses? 


. 


The same “grunt” who thought a “come along’ meant the wink of a 


maiden’s eye? 


The tree-trimming lineman who butchered a tree until it looked like a 
new fangled hair-do? 


The construction foreman who retired to become an umbrella repairman? 


The farmline construction crews that roamed the countryside in horse- 
drawn wagons, sleeping in tents and eating at communal tables under 
the watchful eye of the “cookie” who could make the lowly meatball 
taste like a banquet delicacy ? 


The toll testman who was good enough to hit the exact pole where trouble 
existed—100 miles distant? 


The toll repairman who patrolled the toll lead along the railroad right- 
of-way in one of those push-pull handecars? 


The wire chief who, as a one man crew, set poles, installed telephones, 
cleared trouble, collected bills, bought right-of-way, etc., etc., ete. 


The “skinner” who always parked his team near the largest watermelon 
patch while the crew rebuilt the farm lead? 


The traveling line crew that became the bane of local yokels by monop- 
olizing the village maidens, all of which brought about retaliation in 


the form of a declared war between the two factions? 


The itinerant lineman, called the “boomer,” who followed the geese south 
as winter approached and came north with the blackbirds at the first 
sign of Spring? 


The lineman who climbed trees with “hooks” to trim them, or to clear 
a case of trouble? 


The “easy mark” who was always good for a “buck” when a fellow work- 
man became financially depressed? 


The switchboard repairman who cleaned Calculagraphs with chloroform? 


The edict that informed all traffic men that coats should be worn in 


an operating room regardless of how hot the day? 


The operators who wore hat pins as long as pike poles and many times 
as dangerous? 


The battery overcharge days, five readings alike and at the same tempera- 
ture, each and every week? 


The small-town chief operator who cleaned carbons, replaced heat coils, 
climbed poles to clear trouble, collected bills or performed other plant 
work whenever the harassed wire chief was busy elsewhere? 
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THE ONLY 

PROGRAM 
AMPLIFIER 
SYSTEM 


providing in one frame: Two 
amplifiers that can be used together 
or independently. Two line equalizers, 
adjustable without strapping. Two jack 
fields—for easier testing, equalizing, 
monitoring. Self-contained power supply. 
Portable or rack-mounted, this easy- 
to-install, time and money-saving unit 
replaces up to 10 separate pieces of 
equipment. The new S-17B provides 
broadcast quality wide range program 
channels for radio, FM, TV and wired 
music. Plug-in amplifiers are easy to 
inspect, repair or replace. 
Thoroughly field tested—60 were used 
to broadcast the Pasadena Rose Parade 
and the Rose Bowl Game. 


Weight: 44 pounds 
Output Power: +24 dbm. 


Distortion: not over 12% THD (30-15,000 
CPS at +24 dbm). 


Gain: at least 44 db; adjustable to mini- 
mum of 8 db. 


Equiv. input noise: 115 dbm 


Input impedance (internal): 150/600 
ohms +5%, 30 to 15,000 cps. 


Output impedance (internal): 150/600 
ohms +5%, 30 to 15,000 cps. 


Longitudinal balance of input circuit and 
output circuit with 600 ohm connection: 
55 to 60 db at 40 and 15,000 CPS 
70 db at 1000 CPS 


For complete information about ALTEC 
telephone and paging equipment call Graybar. 


Famous for Quality and Dependability 


ALTEC LANSING CORPORATION 
1515 S. Manchester Ave., Anaheim, Calif. 


161 Sixth Ave., New York 13, N.Y 10TP 
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WE Elects New Treasurer 
Edmund F. Baxter, Springfield, N. J., 


WHETWN EY BELAKE on Sept. 23, was elected treasurer of 


the Western Electric Co., effective Dec. 
1, 1958. Mr. Baxter, who is at present 


: i ke assistant treasurer, succeeds H. Hast- 
an i ili Cie ings Reddall of Brooklyn, N. Y. Mr. 
multi-pair it au Reddall will retire under the company’s 
: nie age rule on Nov. 30. Frank A. Ungro, 


Valley Stream, L. I. executive vice 


s ka La ‘resident of Westrex Corp., has ac- 

distribution ; | ie ‘ slits sath Wada eeictste 
ca 

ae & af — 


Co. and was elected assistant treasure) 
replacing Mr. Baxter. 


Answers To Questions 
On Page 38 

(1) The operator should say, 
“All right, thank you,” and clear 
the circuit unless the calling party 
volunteers directions which will 
require further use of the circuit. 
Give the report if necessary, say- 
ing, “Mr. (called party) is not 
registered at (address, name, or 
number). Will you place your 
Made in a variety of combinations call again please?” If he wishes 


from 2 to 16 pair, WB Multi-pair you to try to call later, ask, “What 
E time shall I try your call again?” 


Distribution Wire affords a fast, eco- Otherwise, say “Thank you” and 


nomical method of extending service cancel the ticket. 

(2) Say to the called tele- 
phone, “Please page Mr. (called 
used successfully to temporarily re- | #3 party) and have him call Opera- 
g tor (No.) at OTC and ask for 
(calling details).”” Then clear the 
serve during relocation of lines due ' cireuit, say to the calling party, 
“IT will call you when Mr. (called 


where needed. This wire has been 
place storm damaged circuits, to 


to road building or other construc- party) reports,” and release the 


tion and in many other ways. When '&§ calling line. 


ae (3) The operator will say, 
weed for temporary service & may be “Thank you. I will call later,” 
salvaged and re-used. clear the circuit and enter the 

; report on the ticket. Give the re- 
WB Multi-pair Distribution Wire is ; port, saying “Mr. (called party’s) 
: A , , extension, or extension No., is 
light in weight, is self supporting and busy. I will keep trying and call 
is shipped in long lengths. ; you.” Hold the calling line and 


make a second and if necessary 


See Us At a third attempt at approximately 

bag sor oe five minute intervals. 
The Conrad Hilton (4) The operator will say, 
_A nas “Thank you, I will hold the 


line; enter the report on the 

ticket, and remain cut in. She will 

say to the calling party, “If you 

- will hold the line, the extension 

; may be available at any moment.” 

BUILT WIRES SINCE 1899 However, if the calling party is 
unwilling to hold the line, say 
“Pll keep trying and call you.” 
Clear the circuit, hold the calling 
line and proceed as when the cir- 


cuit is not held. 
(5) Yes. 
NEW HAVEN 14, CONNECTICUT 
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CORPORATION 


4100 WEST !1SOTH STREET 
CLEVELAND 11. OHIO 


otmer ecrants. HOLAN CORPORATION OF GEORGIA, Griffin, Ga. 
J. H. HOLAN CORPORATION, PHOENIX DIV., Arizona 
BRANTFORD-HOLAN LIMITED, Brantford, Ontario 


THE NAME THAT MEANS WORK SIMPLIFICATION 


Meet the 
derrick 
that has more 
power in the 
low ranges 


Holan Series 6800 Derrick 
gets extra power from 


extra cylinders 


As you can see, some people have already met the 
new Holan Series 6800 Power Derrick—met it, 
used it and liked it! 


They like the two sets of cylinders that give more 
power in the low ranges—more power for lifting, 
more power for forcing diggers into hard ground. 
They like the exclusive dial load-indicator to 
quickly show capacity in any position. They like 
Holan’s lighter-but-stronger fabricated, rectangu- 
lar side legs. And they like live-boom action with 
a single-drum winch. 


The 6800 handles 8,000 pounds . . . sets 65-foot 
poles . . . body-loads 4,000 pounds. . . and lifts 
2,000 pounds when only 5% feet from the ground. 
To learn some more facts, meet the man who can 
tell you all about it, a Holan Field Representative. 
Call or write. 





Teleprinter 
COMMUNICATION 


~ 
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RBA EAA RELA ERB ED © 


Low Cost Compact 
Self-Contained 


All Electronic ® 


Comtel 


TELEGRAPH 
TERMINAL 


For High and Low Speed 
Telegraph Communication 


Provides 14 frequency shift telegraph 
channels in the voice band from 765 to 
2975 cps. All essential controls are pro- 
vided together with an internal 60 MA 
loop supply for the operation of tele- 
printers. Equipment is available as a dual 
transmitter, dual receiver, or transceiver 
for either simplex, half-duplex, or full- 
duplex operation. Equipment may be 
applied to telephone lines, or VHF and 
Microwave circuits for transmission. 


Special Accessories for 
Telegraph System Applications 


The DC Hybrid Accessory HA-8555 will 
provide for half-duplex telegraph opera- 
tion with break-in facilities on an all 
electronic basis. The Party Line Keying 
Accessory HB-8691 may be used in party 
line applications where frequency shift 
keying is desired. The Leg Adapter Panel 
HB-8690 provides convenient patching 
facilities and relay keying for neutral and 
polar operation over DC lines. 


WE CAN HELP YOU 


Our 35 years of electronic ex- 
perience is yours for the asking. 
Send for our New Product sheets 
fully describing the Model 995 
Comtel and various accessories. 


Kadto Frequency 
LABORATORIES, INC. 
Boonton, New Jersey, U.S.A. 


Sequoia Wire & Cable 
Announces Appointments 
Coinciding with its expansion into 
the manufacture of cable assemblies 
Wire & 
Burbank and Redwood 
City, Cal., has announced the promo- 
tion of L. Burt 


and cable systems, Sequoia 


Cable Co., of 


Avery, formerly vice 
president in charge of sales and manu- 


facturing, to vice president and gen- 


L. B. AVERY 


eral manager. In this capacity, he as- 
sumes full responsibility for operations 
both in the headquarters plant at Red- 
wood City and the cable and electronics 
facility in Burbank. Prior to his affilia- 
tion with Sequoia, which is a division 


of Mandrel Industries, Inc., Mr. Avery 


E. J. STEPHENS 


held the position of western manager 
with Electric Sorting Machine, another 
Mandrel division. 

BE. J. 
to the position of general sales man- 
ager of Sequoia Wire & Cable Co., ac- 
cording to an announcement by Mr. 
Avery. Mr. 


Stephens has been appointed 


Stephens will headquarter 


R. C. HEERDINK 


in the company’s executive offices in 
Redwood City, Cal., and report to Mr. 
Avery. 

Prior to his appointment, Mr. Steph- 
ens Was district manager for the Oko- 
nite Co., 


another wire producer, and 


responsible for the major marketing 


areas of the northwestern United 
States and the Pacific. 

In assuming his new responsibilities, 
Mr. Stephens will direct sales of Se- 
quoia wire products manufactured in 
Redwood City, and the cable products 
and electronics produced 
Burbank. 
Mr. Stephens, is a member of AIEE 


and holds a degree in business admin- 


components 


at Sequoia’s facilities in 


istration from the University of Cali- 
fornia. 

In another new appointment at Se- 
quoia, R. C. Heerdink was named com- 
munication products manager. He pre- 


viously was field sales engineer for 


the company in the Southwest. 

Prior to his affiliation with Sequoia, 
Mr. Heerdink was with the Interna- 
tional Telephone & Telegraph Co. for 
four years, in the Federal Telephone 
& Radio Co. division as central office 
field engineer, and with Kellogg Switch- 
board & 
gional division engineer. 


Supply Co. as western re- 
Before that, 
he spent 14 years with the Pacific Tele- 
phone & Telegraph Co. in various plant 
departments. 

Mr. Heerdink was educated in Los 
Angeles and attended Loyola University 
in Los Angeles. 


Engineer Society to Hear 

Independent Telephone Story 
B.. &. 

stallation and service, Automatic Elec: 


Jones, superintendent of in- 
tric Co., will be guest speaker at the 
regular Western Society of Engineers 
luncheon on Oct. 15. His subject will 
be “The Dynamic Growth of the In- 
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dependent Telephone Industry.” The 
luncheon, to be held in the Western So- 
ciety of Engineers Building at 84 East 
Randolph St., Chicago, will be in honor 
of the annual convention of the United 
States Independent Telephone Associa- 
tion (held 14 and 


15). 


in Chicago, Oct. 13, 


H. C. JONES 


Mr. Jones joined 
in 1937 
from the 
held the 


pi esident, staff engineer, 


Electric 


honors 


Automatic 


after graduating with 


University of Colorado. He 
positions of assistant to the 
superviso of 
government contract 


engineering, and 


supervisor of systems engineering, 


assignment. 


COURTS AND COMMISSIONS 


pag 


prior to his present 


for a period not to exceed six months 
from Oct. 2. The 


pany 


Blue Mountain com- 


asked to increase rates ef- 


Oct. 18 


had 


fective when the exchange is 


converted to automatic operation. 


British Columbia Company 
Asks Second Raise in 19538 
The Board of Transport Commission- 
Nov. 17 
an application by the British Columbia 


ers for Canada on will hear 


second rate in- 


crease this year (TELEPHONY, Aug. 2). 


Telephone Co. for a 


Rate effective 


1, in an amount calculated to yield ad- 


increases were Aug. 


ditional revenue of 1.3 million 
The British 


seeks an 


dolla I's. 


Columbia company now 


increase to provide revenue 
needed to pay income taxes in full each 
deferred basis, 


year, instead of on a 


it was reported. 
= it annual 


rise $5,75 4,000 or 


granted, revenues 


would 12.6 per cent 


Exchange service rates would go up 


17.6 per cent, and long 


an average of 


distance rates 5.1 per cent. 


OCTOBER I1, 1958 


British Columbia Telephone first ap- 
plied for a rate increase averaging 15 
per cent this spring. 

The later ruled 
that provision for payment of deferred 
income tax, by companies operating un- 


Canadian cabinet 


der the Transport Commissioners’ juris- 


diction, could not be considered as an 
expense for rate-making purposes. 
The 


plication for an increase, to eliminate 


company then amended its ap- 
this item from its costs for ratemaking 


purposes, and reducing the requested 
raise from 15 per cent to 9.5 per cent. 
2.94 per 
was granted effective Aug. 1. 

In granting the smaller increase, the 
Board of Commissioners 
said that it wished to postpone a direc- 
tive until it heard 
from the Bell Telephone Co. of Canada 


in September. 


An increase averaging cent 


Transport 


had new evidence 


Sell Texas Exchange 

The Texas Telephone & 
Co., Corsicana, has purchased the West- 
Hunt Co., Merit, 


served 55 stations, it was reported re- 


Telegraph 
Telephone which 


cently. 


Mo. Company Asks Note OK 
The 


James, on Sept. 22 filed an application 


Meramec Telephone Co., St. 


with the Missouri Public Service Com- 
mission for permission to issue $228,- 
000 in 


division of General Dynamics Corp. 


notes to Stromberg-Carlson, a 


Appoint New Member 
To Indiana Commission 


Duvall of 
been appointed a member of the Indi- 
ana Public Service Commission by 
Gov. Harold W. Handley, effective Oct. 
i 


Leslie Indianapolis has 


Mr. Duvall succeeds Garland G. Skel- 
Sept. 22. Mr. 


Skelton will return to his private prac- 


ton who resigned on 


tice of utility accounting. 


Mr. Duvall attended Butler 
sity and in 1949 obtained his law de- 
gree from University. He 
served two years as a commissioner in 
Marion County Probate Court. 
March 1957, he has 
examiner for the Indiana 


Univer- 
Indiana 


Since 
been a hearing 


commission. 


Ask Rate Raise in 

The Falmouth Telephone Co. has pe- 
titioned the Indiana Public 
Commission for a rate increase, it was 
reported on Sept. 18. The 
that in 1957 it realized a net 


loss of $2,523.62. 


st 


Indiana 
Service 


company 
said 


TAKE A BIG step TowARD SAFETY 
WITH DUO-SAFETY LADDERS 


..- CUSTOM DESIGNED FOR TELEPHONE 
MAINTENANCE WORK! 


Here's one fine example of the many Duo-Safety lad- 
ders ideal for telephone maintenance work. 


Type D — a truly great extension ladder built in strict 


accordance with safety regulations. 


growth hickory, 


Rungs are second 


reinforced with steel rods and 


equipped with special automatic locks and Duo- 


Safety's famous Safety Shoes. 


Made with either 


straight or parallel side rails, Type D is available in 
one, two or three sections — in a large variety of 


sizes. 
ladders. 


Write for free catalog on all Duo-Safety 


IMMEDIATE DELIVERIES! 


Duo-Safety ladders will be shipped immediately 


upon receipt of order! 


A planned stock-piling 


program assures really fast action — there's no 


delay the Duo-Safety way!' 


For Information, Contact Your Supply House, or 


DUO-SAFETY LADDER CORP. 
809 Ninth Street ¢ Oshkosh, Wisconsin 





Helpful 


LP-GAS APPLIANCES — Addition of 
a complete line of LP-Gas appliances to 
the wide selection of Prest-O-Lite solder- 
ing, heating, and brazing equipment al- 
ready available through suppliers of its 
products, has been announced by Linde 
Co., Division of Union Carbide Corp. 


e 


The new equipment includes open- 
flame torch stems in six sizes and an 
enclosed-flame soldering iron stem, all 
of which fit interchangeably on three 
styles of torch handles designed to op- 
erate in both air-acetylene and LP-Gas 
service. An adjustable pressure regu- 


lator, melting furnace, and double-duty 


4 |e ee 
 @ RELIABILITY 
@ SERVICE 


(air-acetylene or LP-Gas) hose assem- 


blies complete the line. 


The new appliances are streamlined 
and carefully balanced for easy han- 
dling in restricted quarters, the com- 
pany states. Each stem is lightweight, 


yet ruggedly constructed, with a stain- 


TELEPHONY PUBLISHING CORP. 


608 S. Dearborn St. 
Chicago 5, Ill. 


less steel flame cup that serves as a 
“heat dam,” concentrating heat on the 
work and away from the hands. Sizes 
of flame cups range from 15/32 to 1!2 
inches in diameter. Fine and superfine 
models provide pencil bushy 


flames are produced by the light, me- 


flames: 


dium, heavy, and extra-heavy stems. 


Torch handles with rear 


are available 
shutoff valve, forward shutoff valve and 


pilot flame control, or no valve at all. 


The Prest-O-Lite R-416 LP-Gas regu- 


lator is a compact, pocket-sized regula- 


Please have the manufacturer send me without obligation further infor- 
mation on the products described in the following numbers: 


HL446 
HL450 


HL447 
HL451 


Town and State 
10/11/58 


HL448 
HL452 


HL449 


Prompt delivery of your order as specified is assured 
by Lindsay’s fast, efficient, personalized service. 
Lindsay specializes in telephone supplies only... 
warehousing a complete line of the finest nationally 
known brands ... your guarantee of the best 

as you want it... when you want it. 


THE LINDSAY TELEPHONE SUPPLY CO., «::. 1535 
360 East Highland Road, Northfield, Ohio ¢ Telephone: IMperial 7-718! 
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tor, fully adjustable for accurate de- 
livery of pressures from | to 60 pounds 
per square inch, Linde reports. It fits 
any LP-Gas cylinder valve with standard 
CGA 511 (POL female) service outlet. 
The melting furnace attaches to an LP- 
Gas cylinder valve and operates from di- 
rect vapor pressure. It consumes a gal- 
lon of fuel in 3 hours and burns 
smoothly in any weather. Request HL- 
446. 
e 


OSCILLOSCOPES — The Industrial 
Products Division of International Tele- 
phone & Telegraph Corp., offers an 
illustrated bulletin describing the divi- 
sion’s most recently developed 17-inch 
and 21-inch oscilloscopes which accu- 
rately measure voltages and currents in 
the frequency range from de to 250 


ke. 


The scopes provide a_ linearity of 
better than | per cent over a calibrated 
scale 10 inches x 15 inches. Voltage 
measurement accuracy is better than 
two per cent without calibration. Ac- 
curate performance is assured by means 
of a high precision magnetic deflection 
system. 


Two models are available in both 17- 
inch and 21-inch series, the standard 
models with sensitivities of 10 mv/inch 
(1735D and 2135D) and high sensitiv- 
ity models of | mv/inch or a deflection 
sensitivity 10 times greater (1740D and 
2140D). All have calibrated sweeps 
from 10 microseconds/inch to 1 see- 


ond/inch. 


Features, a general description and 
technical specifications are included in 


the bulletin. Request HL447. 
- 


BAR-GRAPH OSCILLOSCOPES — A 
new bulletin available from the Indus- 
trial Products Division, International 
Telephone & Telegraph Corp., describes 
this firm’s DC-40BG and AC-40BG 17- 
inch bar-graph oscilloscopes. Any 40 
related or unrelated variables which 
can be converted into electrical im- 
pulses may be simultaneously compared 
or measured or their change or drift 
studied by means of the instrument 
which provides a large and accurate dis- 
play. Model DC-40BG is a_polarity- 
indicating low-level system, Model AC- 
40BG is a wide band system. 


The illustrated bulletin includes rec- 
ommended applications, a general de- 
scription of the instruments plus their 
special features, and technical specifica- 


tions. Request HL448. 
e 


BATTERIES—C & D Batteries, Inc. 
has just released a new two-page bulle- 
tin, T-534. It covers the use and de- 


OCTOBER II, 1958 


Now, color conscious subscribers can be kept 
happy when you use WB Plastic Jacketed 
Beige Station Wire. A clear soft beige, 
harmonious in any surroundings, satisfies 

the most particular housewife. 


WB Jacketed Station Wire is designed for 

fast, economical installation with stapling guns. 
Available in two, three and four parallel soft 
copper conductors. Conductors are insulated and 
color coded with free-stripping polyethylene and 
jacketed with PLASTITE in beige, brown or ivory. 


See Us At The Convention 
Room 534, The Conrad Hilton 


TES 


INDE 


a= 


PENDENT 
Sars encase 


WELL BUILT WIRES SINCE 1899 


WHITNEY BLAKE COMPANY 





TELE -MUFF Jr. 


The Head Set Ear Cushion 
Designed Especially for 
Switchboard Operators 


Made of Soft Pliable 
Vinyl Foam 
@ Easy on Ear 
@ Inexpensive 
® Attractive 


Write for Details 


Thanks for your splendid re- 
sponse. All orders being 
shipped promptly. 


TELE-MUFF CO. 


Box 832 
San Fernando, Calif. 


YOUR SUBSCRIBERS 
WILL BE PLEASED WITH 


TELERING 


20 CYCLE RINGING SERVICE 


A RINGING 
MACHINE FOR 
CENTRAL OFFICE 
AND PBX USE. 


Cost Less to Buy! 
Costs Less to Operate! 


D.C. POWER SUPPLIES TOO 


WRITE FOR TECHNICAL DETAILS 
AND MONEY SAVING PRICES 


TELKOR, INC. 


ELYRIA, OHIO 
SOLD BY LEADING SUPPLIERS 


sign of the firm’s line of low capacity 
light duty lead-antimony grid batteries 
for telephone, carrier, and microwave 


service. 


The bulletin also includes complete 


data on the two and _ three-cell sizes 


with 50 and 


100-ampere hour ratings, 
curves on discharge characteristics, rack 
data and 


HL449. 


accessory details. Request 


STATIONARY BATTERIES—C & D 
Batteries also has issued a 12-page bul- 
letin, CP-539. 
and construction of the 
PlastiCell 


batteries for all stationary 


It covers the use, design 
company’s 
line of 


standard lead-anti- 


mony grid 
battery applications. 

The bulletin includes complete cell 
data on the entire line from 10 to 1650- 
ampere hour 


ratings, curves on dis- 


charge characteristics, rack data, ac- 
cessory details, and a complete listing 
of the company’s sales and service of- 


fices. Request HL450. 


WEED AND BRUSH KILLER —A 
booklet describing the Dow program of 
chemical vegetation control for tele- 
phone companies and utilities has just 
been issued by The Dow Chemical Co. 

Chapters discuss (1) how chemical 
control works, (2) 


tion control, (3) 


progressive vegeta- 
Dow chemicals and 
their uses, (4) methods of application, 
and (5) use instructions and dosages. 


Request HL451. 
7 


TEST EQUIPMENT—Simpson Elec- 
tric Co., has a new brochure, No. 2060, 
on its line of test equipment. 

The brochure covers volt-ohmmeters, 
vacuum tube volt-ohmmeters, and mi- 
crotesters. It has been designed pri- 
marily for the electronic, electrical in- 
dustries. Request HL452. 


Maj. Gen. Pachynski Military 


Division Head at Lenkurt 
Major General Alvin L. Pachynski, 
director of communications-electronics 
for the U. S. Air Force until his re- 
tirement from active military duty this 
summer, will become in October, direc- 
tor of program planning for Lenkurt, 
Electric Co.’s military division at San 
Carlos, Cal., it was announced on Sept. 


23. 


During his 31 years of active duty 
as an officer in the Army and Air Force, 
General Pachynski helped pioneer the 
development and adoption of new elec- 
tronic techniques in use today in mili- 
tary communications. 

As Air Force director of communi- 


cations-electronics he was_ responsible 
for management of the Air Force world- 


wide ground communications-electronics 


MAJ GEN. A. PACHYNSKI 


which included such 
USAF 
Communications Systen 

COM); Tactical Ai 
control and 


environment pro- 


grams as the global Strategic 
(STRAT- 
Fores aircraft 
warning and communi- 
cations systems; the comprehensive ra 
dar, weapons control and communica 
tions facilities of the Continental Ait 
Defense System including SAGE (Semi- 
Automatic 
DEW 
early warning system; and 
aids to Air Force ai! 
traffic control. 


After 
Military 


Ground Environment), 


Line and the ballistic missile 
electronic 


navigation and 


from the 
Academy in 1927, 
Pachynski received the M. 

Yale University. He also is 
graduate of the School 
and the National 


graduation 


from 
Signal 
Wai 


Corps 


College. 


Welsh Named Vice President, 

Sales Manager of Cook 
William T. Welsh has resigned from 

Raytheon Mfg. Co. to 


president and sales manager of Cook 


become vice 


Electric Co., Chicago. 

Before joining the 
Mr. Welsh spent 
The only 
tinuous length of employment was three 


Cook company, 
18 years with Ray- 
theon. interruption in con- 
year's spent in military service. He was 
honorably discharged from the United 
States Air with the rank of 
captain. 

A native of Boston, Mass., Mr. Welsh 
attended Northeastern University, 
Massachusetts University, Lowell Tech- 
nological Institute and Harvard Busi- 
ness School. 


Force 


Mr. Welsh is a member of the execu- 


tive research, Business and Defense 


Services Administration, Washington, 
D. C., and also belongs to the American 


Ordnance Association. 


TELEPHONY 





E. A. BOCK CONSTRUCTION CO., INC. 


Specializing in underground and 
utility plant construction. 


P.0. Box 836 Tele. E-4388 
Meyer & Moeller Rds. Fort Wayne, Indiana 


KILLOREN COMPANY 


Construction crews—Installers 
Cable Splicers 
30 years experience 
136 N. Stete St. Appleton, Wisconsin 


REgent 3-5549 


TUDOR AND YAGER, INC. 


Telephone Construction 


TIPTON, INDIANA 
Phone OSborne 5-2267 


TELEPHONE CONSTRUCTION, INC. 


P.O. BOX 267 JEFFERSON, IOWA 
EVergreen 6-2626 
Residence or after heurs call 
EVergreen 6-2313 
for bids on 
Construction, Engineering, Installations 
for commercial telephone companies 


YATES CONSTRUCTION CO. 


“Specializing in 
Telephone Construction” 


Cable Splicers, Telephone installers, Equip- 
ment instaliers, Construction crews. 


1507 SOUTH SIXTH ST. PADUCAH, KY. 


TELEPHONE 2-4623 


Construction Crews Station Installers 
Central Office Installations 
Cable Splicers Complete Engineering 


HENKELS & McCOY 


6100 North 20th Street Philadelphia, Pa. 
Now Operating in 30 States 


OFFICES LOCATED AT 


OO A ee ee eee Tel. 2-5650 
Ashland, Ohio . 3-7543 
St. Johns, Mich 
Bloomington, Ill. 
Schofield, Wisc. 
Gumi, Fle. cccccccccccscces MArion 9-1284 


PERFORMANCE Has Built Our Business 


HARRIS-McBURNEY CO. 
PUBLIC UTILITY CONSTRUCTION 


A complete construction service for the 


telephone industry 


Construction Crews Engineering 


Station Installers Appraisals & Reports 


Cable Splicers C. O. Installation 
Underground Duct Systems 
Telephone ST 4-6126 


P. O. Box 267 Jackson, Michigan 
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INSPECTION SERVICE 
“‘AT TIMBER TREATING PLANTS" 
Of poles, crossarms, and preservative treat- 
ments. Analysis of wood preservatives. Con- 
sultation and specification writing. 
A. W. WILLIAMS INSPECTION CO., INC. 
MOBILE, ALABAMA 
New York * St. Llowis * Portiand 
Inspectors stationed throughout the U.S.A. 


ATLANTIC 


Creosoting Co., Inc., 17 Battery Pi., N.Y. C. 
PINE POLES 
Creosote Oil or Pentachlorophenol 


Boston, Mass. Portsmouth, Va. 
New York, N. Y. Philadelphia, Pa. 


Savannah, Ga. 





B. J. Carney & Co., 100 N. 7th St., 
Minneapolis, Minn.—Western red cedar 


poles Pentrex Butt Treated or Plain. 


Cascade Pole Co., P.O. Box 743, Ta- 
coma, Wash. — Creosoted Douglas Fir 


and Cedar Poles. 


Cc. M. Christiansen Co.—Northern 
White Cedar Poles, Pentachlorophenol 


treated. Plant and Yards, Phelps, Wis. 


Dierks Forests, Inc., Wood Preserving 
Division, 810 Whittington Ave., Hot 
Springs, Arkansas. Southern Pine select 
poles ill sizes and lengths, pressure- 
treated, creosote or penta. Also creosote- 
2% penta mixture. Prompt shipment. 


Eppinger & Russell oa 80—8th Av- 
enue, New York 11, . Y.—Creosoted 
Poles and Cross Arms. yh Jackson- 
ville. Fla., Norfolk. Va., Eddington. Pa. 


International Creosoting and Construc- 


tion Co., Galveston, Texas.—Creosoted 
Southern Yellow Pine Poles. Plants 
Beauinoat and Texarkana, Texas. 


international Paper Co., Wood Pre- 
serving Division, Sales—926 Grand Ave- 
nue, Kansas City, Mo.—Pressure-treated 
Southern Pine and Douglas Fir Poles. 
Creosote and Penta preservatives. 


Montana Pole & Treating Plant—Box 
2004, Butte, Montana. Penta-Pressure 
treated Lodgepole Pine and Western 


Larch Poles. inquiries invited. 


Piedmont Wood Preserving Company 
—Creosoted and Creosote-Penta Treated 
Pine Poles. Plant, Augusta, Georgia. 
Yards, Virginia, West Virginia and 
Connecticut. Address inquiries to Box 
1662, Spartanburg, S. C. 


Texas Creosoting Company—512 Main 
Street, Orange, Texas—Creosoted South- 
ern Yellow Pine and Dougias Fir Poles. 
Can also treat with ‘‘Penta.” 


CABANISS-POGUE COMPANY 


Consulting Engineers 


Appraisals—Cost and Rate Studies 
Financial Assistance 


GRANT BLDG., ATLANTA, GEORGIA 


CARL C. CRANE, INC. 


Consulting Engineers 
2702 Monroe Street, Madison 5, Wis. 
Telephone CEdar 3-4210 


McGRATH 
ENGINEERING, INC. 
Consulting Engineers 


209 West 6th Street 
TOPEKA, KANSAS 


Telephone CE 2-2358 


SLOAN, COOK & LOWE 
CONSULTING ENGINEERS 


Appraisals—Original Cost Studies 
Plant, Traffic and Commercial 


Engineering 
120 S. La Salle St. 


Chicago 3, fil. Tel: FRanklin 2-5924 


FOR ALL OF YOUR CENTRAL OFFICE AND 
°BX INSTALLATIONS, MODIFICATIONS, AND 
ENLARGEMENTS, IT'S THE 


T. E. fi. 


TELEPHONE ELECTRONICS INSTALLATION CORP. 
Hayes Bidg., 12 E. Tenth St., Erie, Pa. 
CAN WE SE OF SERVICE TO YOU? 


ROBERT E. FOLEY 
CONSTRUCTION CORP. 


DESIGN—SURVEY S—APPRAISALS—Construc- 
tion and Mointenance of Overhead and Under- 
ground Telephone Plant. Complete supply of 
poles available for emergency requirements. 


48 GRISWOLD STREET 
BINGHAMTON, N. Y. TEL. 2-7215 


CABLE CONSTRUCTION CO. 


1512 Center St. Tacoma, Washington 


ENGINEERING - CONSTRUCTION 
SPLICING - CABLE PLOWING 


CENTRAL OFFICE INSTALLATION 
World-Wide 


CABLE PLOWING 
DON'T INVEST 


Hire -1- of our Plows 
-l- or More of our Men 
TODAY Call or Write 
TO: 

U. S. CABLE 
CONSTRUCTORS, INC. 


2002 E. Wisconsin Ave., P.O. Box 378 
REgent 4-9881 
Appleton, Wisconsin 





CLASSIFIED SECTION 


Rates 15 cents per word payable in advance. Minimum charge $3.00 for 20 words or less. 
Classified advertisements must reach us 8 days beiore publication date. 


POSITION WANTED 





SWITCHMAN—13 years overseas | 


experience in Step-By-Step equipment 
wants position any coastal place. Reply 
Box 4158, c/o TELEPHONY. 


TELEPHONE ENGINEER. College 


graduate. Nine years experience West- | 


ern Electric; 1% years experience proj- 
ect engineer Missile Test Range. Desire 
southeast location. Will furnish com- 
plete résumé on request. Write Box 
No. 4156, c/o TELEPHONY. 





PLANT MAN- 
company. Over 


MANAGER OR 
AGER of a class “A” 
20 years experience in all phases of 
operation, including engineering and 
plant appraisal, complete rehabilitation 
and conversion. Experienced in REA 


procedure. A-1 references and good rea- | 
son for leaving present position. Mid- | 
Write 


west or west location preferred. 
Box 4159, c/o TELEPHONY. 


HELP WANTED 


CABLE SPLICERS, Station Install- 
ers, Equipment Installers, Linemen. 
Experienced men needed. Steady work, 
good pay. Henkels & McCoy, 1211 Ken- 
more Avenue, Elkhart, Indiana, or 6100 
N. 20th St., Philadelphia, Pa. 


Cable Splicers, Linemen, Central Office 


any, 1507 South 6th St., 


Paducah, 
entucky. Telephone 2-4623. 





HELP WANTED 


WANTED TO BUY 








EXPERIENCED ACCOUNTANT 
AND OFFICE MANAGER for an ex- 
panding, REA financed, Class B com- 
pany in central U. S. Good salary, 
excellent working conditions, company 
insurance and company retirement pro- 
gram. Send reply to Box 4157, c/o 
TELEPHONY. 


TELEPHONE SALES ENGINEER. 
Opportunity for graduate engineer with 
experience in wire communications to 
join progressive company. Knowledge 
of telephone switching and carrier es- 
sential. Salary open and full benefits. 
Please apply to The Ahearn and Soper 
Company Limited, 384 Bank St., 
Ottawa, Canada. 


EXPERIENCED COMBINATION 
MAN to take over repair and mainte- 
nance of a dial telephone system of 500 


| stations. Must have knowledge of auto- 


matic equipment and be familiar with 
REA specifications. Give references and 
full information. Runestone Telephone 
Ass’n., Hoffman, Minn. 





GENERAL CONSTRUCTION SU- 


| PERINTENDENT by active mid-west- 
| ern contracting firm. Must have experi- 


- | ence in all phases of telephone plant 
WANTED: Telephone Installers, | 


construction and ability to supervise 


| and train others. Travel expenses. Sal- 
Installers. Yates Construction Com- | 


ary commensurate with experience and 


| ability. Reply Box No. 4143, c/o TE- 


LEPHONY. 





AUTOMATIC ELECTRIC 
TYPE No. 40 MONOPHONES 


% Large Quantity Available 
% Complete With or Without Dials 


% Mostly Synchromonic Ringers—Some 
With Straight Line Ringers 


% Will Sell "As Removed From Service" 
or Completely Reconditioned 


*% Advise Quantity Required And We Will 
Quote Best Quantity Prices 


Whatever Your Needs ...... It Pays to Call on BUCKEYE 


BUCKEYE TELEPHONE & SUPPLY CO. 


P. O. Box 5707 


Columbus 21, Ohio 


Phone HU. 8-0655 








TELEPHONES—all types—any con- 
dition; candlesticks, wall sets, ete. 
Write advising quantities available. 
Our truck will pick up. Reply to Box 
No. 3952, c/o TELEPHONY. 





CASH AVAILABLE for com- 
mon and preferred stocks or 
bonds of telephone operating 
companies. Write Box No. 4050, 
c/o TELEPHONY. 


FOR SALE 


LEICH 901-wall or desk magneto tele- 
phones. Cleaned, tested and guaranteed, 
$16.50 each. As removed from service, 
no broken or missing parts, $15.00 each. 
Turtle Lake Tel. Co., Turtle Lake, Wis. 





NORTH ELECTRIC CX 300-line 
Dial automatic switchboard, equipped 
27 links, 8 Toll trunks (composite) 4 
EAS (dial to dial) trunks, decimonic 
ringing, inter-toil dialing, batteries, 
M.D.F., test board, power equipment, 5 
semi-postpay paystation lines. Board in 
perfect condition. Make us an offer. 
Gray-Haddock Tel. Co. Inc., Telephone 
YU 6-3101, Gray, Ga. 


C-SPAN CLAMPS nmfd. by Line 
Material, new, $18.00 per C. Cook XB 
Terminals—16 pair, unprotected, w/6- 
ft. stub, new, $5.00 each. Wire—#22— 
TW. pair, plastic insulated, Dist. 
Frame, black and white, 500 ft. coils 
—$5.30 per M ft. Quotations FOB 
Chicago, Ill. Independent Telephone 
Repair Co., 2187 W. 21st St., Chicago 
8, Ill. 





NORTH AUTOMATIC TELEPHONE EXCHANGE 
ALL RELAY SYSTEM — MODEL MCX 500. 
About 10 years old. Good condition. For 
local lines. User can add long distant lines 
if needed. Capacity up to 500 lines. Avail- 
able for inspection Greenville, S$. C. WRITE 
GENERAL PURPOSE MACHINERY AND 
EQUIPMENT CO. S.A., 374 Broadway, New 
York 13, N. Y. 


NINE-POSITIONS OF COMMON 
BATTERY Universal Cord Circuit Kel- 
logg 6-800 Switchboard. Now in oper- 
ation, to be replaced with new toll 
board January 1, 1959. Will consider 
selling in sections. Equipped with: 
500 common battery subscriber lines of 
which 300 can be converted to magneto, 
20 interposition trunks, 80 ring-down 
trunks with dial jacks and busy lamps, 
40 dial trunks equipped with dial jacks 
and busy lamps, 15 cord circuits on 
each position, 5 frequency divided har- 
monic ringing, capacity 200 additional 
local lines and 40 additional trunk cir- 
cuits, complete with all power and 
ringing equipment ready to put into 
operation. West Jersey Telephone Co., 
Belvidere, N. J. 


TELEPHONY 





FOR SALE 


SEVERAL AUTOMATIC ELEC- 
TRIC COMPANY PLUNGER LINE 
SWITCH UNITS equipped with from 
75 to 100 lines and associated equip- 
ment. Also a number of 93 type 
repeating coils. 

Available January, 1959—Stromberg- 
Carlson No. 3 toll switchboard—12 po- 
sitions. Call or write C. R. Jones, Chief 
Engineer, Carolina Telephone and Tele- 
graph Co., Tarboro, N. C., Telephone 
TAlbot 3-9031. 


USED PHONES FOR SALE—Be- 
tween 50 and 100 Leich, Stromberg-Carl- 
son, Automatic Electric, Kellogg, West- 
ern Electric. All these phones in working 
order as removed from service. All 
equipped with Western Electric or 
Automatic Electric dials with metro- 
politan number plates. Many phones 
have coiled cords. We are standardizing 
on one make and will sell these phones 
for any reasonable offer. Mebane Home 
Telephone Company, Mebane, N. C. 


ORDER FROM L. E. S. 
AND PAY LESS 


LINEMEN'S CONSTRUCTION TOOLS 
PROMPT DELIVERY FROM STOCK 
Send for Bargain Stock List No. LT. 


LINE EQUIPMENT SALES 
529 So. Dearborn St., Chicago 5, Ill. 


NEW POLE BRACKETS 


15e"x2"x12" Oak Creosoted. 
Standard one inch threaded 
end. PRICE: only 2¢ each for 
orders of 1000 or more. 


Immediate shipment 
F.o.b. Oakland, Calif. 


GEORGE M. ACKER CO. 


3833 WILSHIRE BOULEVARD 
LOS ANGELES 5, CALIF. 


BIG SAVINGS! 


#10 HEMINGRAY GLASS IN- 
SULATORS. Brand New, Expert 


ked. Per 1050. 
ene * 
(lots of 5000 or more $18.75 ths.) 

prices f.0.b. Sacramento 
P.O. Bex 1896-T 
J LORIS SALES %07—2n<s«. 


Sacramento, Cal. 


— as OD DED 5 ae Op GD. eC 


EARTH BORING MACHINES 


WYOMING VALLEY EQUIPMENT DIV 


v 714 WYOMING 4, KINGSTON. PA 


CABLE SPLICERS ¢ LINEMEN 
STATION INSTALLERS 


STEADY WORK, GOOD PAY 
MIDWEST LOCATION. 


The Weikel Line Company, Inc. 
FORT WAYNE, IND. 
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bef buy — 
HEY LOOK _ 2 rts _ 


ad 


— You ain't seen nothin’ yet — 


To compare with our FAIR prices 


MANUAL SWITCHBOARDS 


Stromberg Carlson 
Super Service—400 line +106, 
C.O. or PBX—80 line 


Kellogg, universal—800 line K-100 
PBX, new & used. Fire reporting 
—40 line 


W.E. 605B, PBX or C.B. 551A PBX— 
20—40 line, 550B PBX—80 line, 
506, 506B Cordless, Portable 
551B, for fairs BD 110 (Army 
W.E. +12) universal 


TELEPHONES 
(completely reconditioned) 


Western Electric +302 with F-| 
handset, 5-H dial. Ringers: St. 
line, Synchromonic 16, 30, 42, 
54, 66 cycle—Ready for serv- 
ice—immediate delivery. 


$12.50 


+302, as above, equipped with 
F-4 handset with T-! transmit- 
ter—U-1| receiver (500 type) 
$15.00 


+302, as above, but blanked for 
dial (F-1) $10.00 
A.E. type 40, St. line, 16, 30, 42, 
54, 66 cycle ringers, with +24 


or later type dial (fully recon- 
ditioned) $12.50 


(coiled handset cords, 
add 50 cents) 


Magneto Types—new 


A.E. Attendants & PBX 


EQUIPMENT all mfg. 
Relays—line & cut-off 
Cord & Trunk equipment 


MDF & Protection COPPERWELD LINE WIRE, #12 


(.080") 40% cond. new factory 
Power & ringing equpt. coils (average 100 Ibs.) 
A-1 export wrapped 
Jack strips—lamp strips slightly tarnished 


Repeating esile—alt mfg. quantity discounts FOB Los Angeles 


Shipped on Approval 


The Telectric Co. 


1218 Venice Boulevard Los Angeles 6, California 
Richmond 8-2249 


WASHINGTON 
1625 Eye Street, N.W. 


NAtional 8-1990 
NEW YORK 

60 East 42ad Street 

MUrray Hill 7-4242 
CHICAGO 

35 East Wacker Drive 

RAndoiph 6-6760 
DENVER 

1700 Broadway 

AComa 2-3623 


ALLEN KANDER 
AND COMPANY 


NEGOTIATORS 


FOR THE PURCHASE, SALE AND FINANCING 
OF INDEPENDENT TELEPHONE COMPANIES 





Acker Co., George M. .... 

Acme Visible Records, Inc 

Airtronics International Corp. .... 
Alphaduct Wire & Cable Co., The.. 48 
Altec Lansing Corp. ... 59 
Aluminum Company of ‘America 10-11 
American Chain & Cable Co., Inc. 

Page Steel & Wire Div. 

Wright Hoist Div. ; 
American Creosoting C orporation. 
American Electrical Heater Co. 
American Steel & Wire Co. 
American Telephone & 

PE CD wicive cic Kwaes se sein 
Anaconda Wire & Cable Co. .. 
Ansonia Wire & Cable Co., The 
Arps Corporation 
Arrow Fastener Company, Inc. 
Atlantic Creosoting Co., The 
Automatic Electric Sales 

Corp. 

Bakelite Company 
Baker Wood Preserving Co. 
Barber Advertising 

Specialties, Walt 

Barber-Greene Co. ‘ 
Bartlett Tree Experts Prewaneads 
Bashlin Company, W. M. .. ere 
Bell Telephone Laboratories, Inc.. . 
de nner-N:z Pe ig Inc. 

gerry & Co., L. M. 

Bethle €: mM hee 1 Co. 

Biddle Co., James G. 

Bishop ‘eae acturing Cor p. 

Blaw-Knox Company 

Bock Construction Co., 

British Insulated Callenders’ 
Cables, Ltd. 

Buchart Associates 

Buckeye Telephone & Supply 

Company 
Burgess Manning Company 
3urroughs Corp. 


C&D Batteries, Inc. 
‘abaniss-Pogue Co. 
‘able Construction Co. Pe eee 
‘able Spinning Equipment Co. .... 
‘aleulagraph Company 
‘hance Co., A. B. 
‘hase Brass & Copper Co. 
‘leveland Inst. of Radio Electronics 
‘ollins Radio Co. 
‘olorado Fuel & Iron Co., 
‘commercial Cord Company, Inc. ... 
Communication Equipment & 
Engineering Co. 
‘omptometer Corporation 
consolidated Electrodynamics Corp. 
‘ook Electric Company 
‘opperweld Steel Co. 
Crane Inc., Carl C. 
Davis Construction Co. 
Diamond Expansion Bolt Co., Ine.. . 
Donnelley & Sons, R. R. 
Duo-Safety Ladder Corp. 
Electric Specialty Co. 
Everstick Anchor Co. 
Exide Industrial Division 
The Electric Storage Battery Co. 
Fitchburg Engineering Corporation 
Foley Construction Co., Robert E... 67 
General Cable Corporation 
General! Insulated Wire Works . 
General Machine Products Co., Inc. 52 
General Telephone 
Directory Co. 
Goodrich Chemical Co., B. F 


70 


Back Cover 
» The.. - 


to ADVERTISERS 


Gould-National Batteries, Inc. ..... 
Graybar Electric Co. 

Greenlee Tool Co. 

Griphoist, Inc. 


Haley & Co., R. 

Harris McBur ae ries 
Henkels & McCoy 
Highway Trailer Company 
Hirsch Organization, Inc., 
DN I one a wintiaine oaisiedmee 
Holub Industries, Inc. 

Hughey & Phillips, Inc. ... 


Indiana Steel & Wire Co. ; ev 

International Business Machines 
Corp. f atvimieiome mies 

International Harvester - Company a 

International Telephone & 
Telegraph Co. 

Irwin Auger Bit Co. 


Gustav.. 


Johns-Manville 


Kander & Company, 
Kearney Ca. gas. J. 
Kellogg Switchboard 
Supply Co. .. 
Kennecott Wire & ( ‘able 
Keystone Steel & Wire Ci 
Killoren Company .. 
Klein & Son, Mathias 
Kleinschmidt .... 
Koiled Kords, Inc. 
Koppers Co., Inc. 
Wood Preserving Div. 


Leich Sales Corporation ; 
Lindsay Telephone Supply Co. 
Line Equipment Sales .... 
Lorain Products Corp., 

Loris Sales 

Lynch Carrier Systems, 


Magnolia Chemical Company, Inc... 
Malleable Iron Fittings Co. 
McCabe-Powers Auto Body Co. .... 
McGrath Engineering, Ine. 
Monsanto Chemical Co. 

Plastics Div. . 
Moore, Inc., P. O 
Murphy Engineering Laboratories. . 


Natco Corporation 

National Pole & Treating Div. 
National Standard Co. 
National Telephone Supply Co. 
Neubauer Manufacturing Co. 
Neuse »S, Inc., r. &. 


Onan & Sons, D. W. 


Orangeburg Manufacturing Co., Ine. 


Owens-Illinois 


Page & Hill, Inc. 
Parker, W. H. 


WESTERN REPRESENTATIVE: 
McDonald-Thempson, 625 Mar- 
ket St., San Francisco, Cal.: 
3727 W. Sixth St., Los Angeles: 
Colorado National Bank Bldg., 
Denver, Colo.; National Bldg., 
Seattle, Wash.;: 3217 Montrose 
Blvd., Houston, Tex.: 2010 S. 
Utica, Tulsa, Okla.; 1423 S.W. 


Columbia, Portland 1, Oregon. 


Phelps Dodge Copper 
Products Corp. cia 
Plastimayd Products Cor rp. 
Porcelain Products, Inc. 
Porter, Inc., H. K. 
Preformed Line Products Co. 
Prudential Insurance Co. of 
America 
Radio Engineering P salen. Ltd.. 
Radio Frequency Laboratories, Inc. ¢ 
Ramset Fastening System 
Rawlplug Company, The 
Raytheon Mfg. Company 
Recordak Corp. A ees 
Reichhold Chemicals, Inc. 
Reilly Tar & Chemical Corp. 
Reliable Electric Company 
Remington Rand Div. 
Rex Corporation, The 
Reynolds Metals Company 
Rohn Manufacturing Co. 
Rolatape, Inc. 
Runzel Cord & Wire ¢ 
S & G Manufacturing Corp. 
Schauer Mfg. Co. 
Secode Corporation 
Sierra Electronics Corp. 
Sig Supply Co. ne 
Sloan, Cook & Lowe Co. ioe 
Stahl Metal Products, Inc. . 
Stainless, Inc. 
Stampings, Inc. 
Stewart Bros. 
Stromberg-Carlson Co. 
Superior Cable Corporation 
Suttle Equipment Corporation 
Taylor-Colquitt Co., 
Telectric Co. 
es WOO css ole aa cw cela 
Tele-Muff Co. we 
Telephone Construction, Inc. 
Telephone Training Institute 
Teletype Corp. 
Tele-Wire Supply Co., Ine. 
Telkor, Ine. 
Templeton, Kenly & Co. ........... 
Thornhill Publishing Co. 
Transandean Associates, Inc. 
Tudor & Yager, Inc. 
United Electric Controls Co. 
U. S. Cable Constructors, Ine. . 
United States Independent 
Telephone Association 
U. S. Industrial Chemicals Co. 
United States Instrument Corp. ... 
United States Motors Corp. 
United States Steel Corp. 
American Steel & Wire Co. 
Creosote Division 
Universal Controls Corp. 
Utica Drop Forge & Steel Div. 
Utility Body Co. 
Utility Tool & Body Co. 
Volkswagen 
Weikel Line Company 
Western Electric Co. 
Whitney-Blake Co. 
Wickwire Spencer Steel Division 
of CF&I 
Williams Inspection Co., 
Inc., A. W. 
Winders & Geist, Inc. 
Wiremold Co., The 
Woodings-Verona Tool Works 
Wyoming Valley Equipment Div... 
Yates Construction Co. 
York-Hoover Corporation 


TELEPHONY 
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MODERN on Your Party Lines! 


Install... 


UNIVERSAL 


RINGING CONVERTER’ 
on Your Present Equipment 


A simple applique circuit which places 
the wiring modification on a factory basis... 






Other UNIVERSAL Equipment: most installations can be performed 


DIGIT ABSORBER 
COMPUTER INTERCEPT 
TRUNK DIGIT REGISTER 


by maintenance personnel. 


Modern Service Demands 
Selective Ringing! 





Typical relay case for Ringing 
Converter. Case requires 17” on 
a 19’ relay rack. Capacity 12 units. 


* Pat. Pend. 


SSSSSSSSSSSASSSHSSSSHSSSSSSSSSSSSSHSSSHSSSSSSSSSSSSSSSHSSSSSESSSESSSSSSSSHESSSSSSHSSSHSSSESSSSSSSSSSSSSSSSESSSSEHESESEEESEEEEEEE 


a: FULL PARTICULARS 


PLEASE WRITE DIRECT TO 
UNIVERSAL 
OR CONSULT YOUR DISTRIBUTOR 
FOR DETAILS 






te E es X 





é 





+ 


UNIVERSAL 
CONTROLS CORPORATION 


OFFICE AND PLANT —CARROLLTON, TEXAS 
MAIL ADDRESS-P. O. BOX 13122, DALLAS 20, TEXAS 


SSSSSSESSSSHSSSSESESSSSESSSSSESESEEES 


Telephones: Carrollton 3885 Dallas CH 7-3123 


ON ORDERS DIRECT TO UNIVERSAL, BILLING WILL BE THRU YOUR PREFERRED DISTRIBUTOR 
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Directories 
make more money 


rn . AA; 
" ’ . “fT: 


7. 


UR DIRECTORY “‘Revenue Men”—working 

from 32 strategically located sales offices 

—providing the Independent Telephone 

Industry with a flexible and highly 

skilled telephone directory organization, 

are equipped to render a Complete and 
Quality Directory Service. 


GER These specialists, through the use of 
ee pers. knowledge of the market 
—proper sales training—imagination— 

ideas—leadership—and hard work, produce 


results which more than measure up to 
accepted directory revenue standards. 


Yes, the “Yellow Pages” revenues,in the more 
than 800 directories we now produce 
for large and small Independent 
Telephone Companies, prove the statement 
“DIRECTORIES MAKE MORE MONEY 
WITH OUR ‘REVENUE MEN’ 

ON THE JOB.” 


Write or phone our office nearest you for our 
Complete Directory Service Plan. 


Find It Fast 
In The 


Yellow Pages 


GENERAL TELEPHONE DIRECTORY COMPANY 


1800 Oakton Street * DES PLAINES, ILLINOIS * VAnderbilt 4-2164 


Divisional Sales Offices: 

BLOOMINGTON, Ill. © 410N. PrairieSt. ¢  Tel.: 3-8095 LEXINGTON, Kentucky * 157 Walnut Street * Tel.: 4-7626 
COLUMBIA, Mo. ° 811 Cherry Street ° Gibson 2-6907 LONG BEACH 15, Calif. * 1775 Ximeno Ave. * GEneva 3-744] 
DURHAM, N. C. . 108 E. Parrish Street . Tel.: 5133 MADISON 3, Wisconsin * 214.N. Hamilton St. * Alpine 7-1667 
ERIE, Penna. °* G. Daniel Baldwin Building °*  Tel.: 2-4187 MANILA, Philippine Islands ° P. O. Box 673 
FORT WAYNE 2, Ind. * 229 E. Berry Street * Eastbrook 3477 SAN ANGELO, Texas * 110 South Taylor St. ¢  Tel.: 6738 
HONOLULU 14, Hawaii * 1236 Waimanu St. * Tel.: 504-231 SPOKANE, Wash. © South 11 Monroe * MAdison 4-4336 





